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CAR SALES CAIN IN ALL SECTIONS 


Ford Starts Installation 
Of Machinery at Edgewater 
Plant; to Open This Fall 


KLINGLER SEES GAIN 
IN TRADE; CHEVROLET | 


DEALER BODY STRONG: 


9.—H. J. 


Wash., Sept. 
vice-president and general 


Seattle, 
Klingler, 


Employment of 300 to 400 Men Anticipated for sales manager of Chevrolet, told a 
Machinery Installation and Tooling Up 


DGEWATER, 


plant in Edgewater, and the 
will be started today. 

Carloads of machinery which have | 
been arriving for the past month) 
have been stored pending the re-| 
lease of the building by the Turner 
Construction Company, contracting 
firm in charge of construction. 


A number of foremen and watch- | 
J. Mc-| 


Men will begin duty today. 
Gowan, employment manager of the 
Kearny plant, has 
Mumber of applicants for positions 
as millwrights and iron workers, and 
informed applicants that they would 
be given consideration within a 
short time. 


It is anticipated that between 300) 


and 400 men will be employed in the 
installation of the machinery, 4 
number of 
from Kearny. 

The date of opening of the new 
plant will be some time between 
November 1 and December 15, 
said. In the meantime operations 
at the Kearny plant will be con- 
tinued. 


| TODAY | 


Sparks from Detroit 


N. J., Sept. 
pany has taken formal possession of its new assembly . 


interviewed a! 


whom will be brought | 


it is} 


heen Page 2) establishment. 


9.—The Ford Motor Com- 


work of installing machinery 


‘DURANT HAS ‘CLINIC’ 
FOR RETAIL SALES 


Lansing, Mich., Sept. 9.—Develop- 
;}ment of “modern, progressive mer- 
chandising plans” by Durant’s new 
group of executives headed by Wil- 
liam C. Durant was given forward 
impetus here late this afternoon 
|when the factory took over 
Lansing sales and service activities 
|of the E. F. Foster Company, Du- 
rant distributor and dealer in 
Lansing and its environs. 
Operation of the Foster com- 
|pany’s Lansing activities will be util- 
ized as an experiment ground for 





developing modern sales methods, | 
Harry J. Shorter, general sales: 
|manager for the’ Durant corpora- 
j tion, indicated in announcing the 
transaction. 

William H. Paul, long identified 


with Durant and Packard distribu- 
tors in the capital area, is new man- 
ager of the Foster sales and service 
He will be general 


Several makes of cars boost sales} director of one of the largest and 


on Pacific Coast.......... Page 3 
Editorial: “Trucks Gain Impres- 
sively” 


most modern retail automobile 
plants in Lansing and is to work 


Shih kkueh New eeee Page 4| under supervision of factory execu- 


Calendar of coming events.Page 4 | tives. 


Wholesale news and views...Page 6; The deal, according to Shorter, 
Financial mews ..........-: Page 7| affects only the E. F. Foster Com- 
Engingering news .......... Page 10/ pany’s Lansing business. Its exten- 


Zire and rim production scores sec- | sive distributorship, covering several 


ond increase 


Stak aaae see Page 11/| counties in 


central Michigan, re- 


Maine's new car sales in July show| mains under the former manage- 


seasonal decline 


San. Antonio Used Car Sales 
Show Slight Improvement 


Cae aaa Page 11) ment. 





AN ANTONIO, Tex., Sept. 9.—Sale 
of used cars remains steady with 

4 slight improvement in some circles, 
although one or two dealers report 


a slight decline. Greater value on 
the part of the public and difficulty 


in disposing of antique models indi- | 


cate a demand for better trans- 
portation. 
“The used car problem has sim- 


mered down to a practice of giving | 


good value,” R. V. Embleton, presi- | 
dent of the Embleton Motor Com- 
pany, Chrysler distributor, stated. 
“There is no difficulty in disposing 
of a car that is in good running 
condition and that has a good ap- 
pearance. You can take a used car 
on a trade-in, polish it up, put it 
in good running condition, and sell 
it without much trouble. It is the 
car that look more like wrecks than 


automobiles that are a drag on the’! 


business. 


“Our used car stock is in good! 


shape. Sales have been good. The 


| public is demanding better transpor- 


tation. The low cost of a good au- | 
|tomobile today with the increased 
number of accessories a manufac- | 
turer puts on the tar, makes it prac- | 
tically impossible to do any business 
with very old models. Only cars 
|that have a good appearance and 
| give good service prove satisfactory 
| Sales.” 

A decline in used car sales is 
noted by H. P. Dotson, sales man- 
ager of the Goad Motor Company 
Cadillac and La Salle distributor. | 
“During the past fifteen days we 





Sales. 
business conditions which moves the 
public to buy new cars, but is, I 
believe, due to a slight lull in sales 
just before a marked improvement 
may be expected. Our sales have 
| been fairly satisfactory this year, 








(Continued on Page 2) 


the, 


have noted a decline in ‘used car | 
This is not due to improved | 


| gathering of his dealers here today 


| that business has taken a definite | 


lturn for the better. He ascribed 
the fact to the hand-to-mouth buy- 
ing that has been the policy of 
manufacturers in recent years. 

By ordering materials as needed, 
instead of under long term com- 
mitments, manufacturers have been 
relieved from the necessity of load- 
ing retail merchants with products. 
Except for this condition it would 
| have taken business far longer to 
work out its recession, Mr. Kling- 
ler believes. 

“Mills and factories are resum- 
ing operations,” Mr. Klingler said, 
“many of them after long -shut- 
downs. 
tailers are low, and the point where 
buying must start has been reached. 
Chevrolet dealers are in good con- 
dition. Our whole effort has been 
centered in making them better 
merchants, by showing them how to 
eliminate waste and unnecessary ex- 


pense through getting more work) 


into their shops and then operat- 
ing efficiently.” 


COL. AYRES SEES BUSINESS 
REVIVAL AS STILL DELAYED 


Cleveland, Sept, 9.—Col. Leonard 
P. Ayres, vice-president of the) 
Cleveland Trust Company and a 
| nationally known economist, inter- 
| viewed today by a representative of 
| Automotive Daily News, appeared 
less optimistic of the immediate 
| business outlook than he previously | 
has. 

Asked if he believed a business re- 
vival had actually begun, Col. Ayres 
lreplied: “I do not think so. Two 
weeks ago it seemed to me that 
jan upswing might be under way. 
Current developments do not sub- 
|stantiate that view.’ Col. 
added that he had changed his opin- 





| ion. not because of any two or three | 
factors but because the entire situa- | 


{tion seems less favorable. He did 
not analyze the present situation as 
he sees it, but said: “We are still 
bumping bottom, I believe. I am 
forced to suspend judgment on how 
long it may be before actual revival 
begins, byt I hope it may be soon.’ 
|He regards the situation as failing | 
to improve rather 
ing worse. 


STANDARD OF N. Y. CUTS 
GAS PRICE TWO CENTS 


New York, Sept. 9.—A reduction 
of 2 cents a gallon on gasoline by 
New York Standard Oil Company is 
effective in Queens, Kings, Manhat- 
tan and The Bronx. New prices are 
lretail, including 2-cent tax, 163 
icents; service station, 14.3 cents, and 
}/tank wagon, 12.3 cents a gallon. In 
| Staten Island the price has been re- 
duced 1 cent a gallon. Prices there 
lare: Retail, including tax, 17.7 cents; 
|service station, 
wagon, 13.7 cents a gallon. The 
company has also reduced price 1 
and 2 cents @ gallon in parts of 
| Westchester county and parts of 
Long Island. Reduction was made 
to meet competition. 


Stocks in the hands of re-| 


Ayres | 


than as becom- | 


15.7 cents, and tank | 


-UPSWING IS NOTED IN MANY 
PARTS OF COUNTRY; SURVEY 
INDICATES BETTER FEELING 


Dealers in Middle West, Pacific Northwest and 
South Report Demand on the Uptrend; 
Stocks Are Low 


Nw YORK, Sept. 9.—Sales of new passenger Cars are 
swinging upward in all parts of the country, accord- 
ing to a survey conducted within the past two days by Auto- 
motive Daily News. Telegraphic advices from correspon- 
‘dents in such widely separated places as Portland, Ore., and 


Charlotte, N. C., report much better feeling among the 
Se - -——® dealers. 
From Kansas City comes the 


MACMILLAN DENIES G. M. word that sales have swung upward 
ACQUIRED» DAYTON RUBBER | in that city and in the Middle West, 


| while in Oregon dealers say busi- 
| ness has not picked up much as yet, 
but that an early improvement ia 
the lumber industry will mean 


Dayton, O., Sept. 9 (UTPS).—| 
While acquirement by General Mo- | 
tors Corporation of the Dayton better business. 


Rubber Manufacturing Company | Kansas CITY, Sept. 9.—New 
was reported in business. circles this | ear sales have taken s deé 
week, John A. MacMillan, president | | cided upswing in Kansas City and 


|, of the rubber company, declared | the Middle West in the last two 
that no such acquirement has been; Weeks. Dealers and distributors 
. . ; ait 7 have quit “whistling to keep up 

| effected, but state” that for several | their courage” and are now going 
years there has been a close re-/after business in an aggressive 
lattonship between his company and| mManner—a manner indicative of 
| the times when new sales records 


General Motors, the latter being | 

were made. 
much interested in the production! The effect of the drought in the 
of rubber belts. | Middle West will be less acute than 


|. The Dayton Rubber Manufactur-/ was feared for a time, as rains in 
| ing Company has built a large trade | the last two weeks have started the 
in the sale of these belts for auto-/ fall pastures growing. Some of the 
mobiles and electric refrigerators, aS|jate corn also has been helped. 
well as for industrial purposes. The} This territory, despite its oil, min- 
company also produces Dayton | 
Thorobred tires. (Continued on Page 2) 


‘Cook County August Car 
Sales in Seasonal Drop 


In August, 1929, Chrys- 


ing month. 
ler had 313. 

Buick and Studebaker were the 
only two volume selling lines that 
scored gains, all of the other makes, 
| including Fords, having shown a de- 
cline. Ford had 2,094, which com- 
| pared with 3,854 in July and 3,255 in 
August last year. Chevrolet totaled 
741 last month, 1,150 in July and 
1,179 in August last year. 

It is interesting to note that in 


Chicago, Sept. 9.—New car reg-| 
istrations in Cook county for Au- 
gust were the lowest in many years 
for a comparative month. There 
was a decline of 30.8 per cent. 
from July this year and 47.8 per 
cent, from August, 1929. 

»| The total of 5,917 for last month 

was less than 100 cars in excess 
of the showing in August, 1925, 
|when 5,861 registrations were listed. | 
| Last year in August listings were 

11,378 and in July this year the total | August, 1929, the order of standing 
of the iirst ten makes was_ Ford, 
Buick, Chevrolet, Oakland, Pontiac, 
Hudson-Essex, Nash, Studebaker, 
Oldsmobile-Viking, Packard and 


was 8,554. As a matter of further 
|}comparison registration for Au- 
| gust, 1928, were 10,486, for the same 
|month in 1927 they were 6,829, and 





for August, 1926, the total was} Chrysler. 
7,328. | The two leading groups continued 
One favorable development was|to show the decline that marked 


the preceding months of this year. 
Oakland-Pontiac had a total of 231, 
which tied for fifth place with 
Chrysler. Hudson-Essex fell in the 
general standing by registering 131, 
taking twelfth position. 

Oakland had 60 of the 231 listings 
of that group last month. Hudson 
had 50 and Essex 81. Last year the 
Oakland-Pontiac group listed 707 
and Hudson- Essex 694. It is to be 


marked by the sale of new models 
recently introduced including Buick, 
Studebaker and Chrysler. Buick 
had a total of 648 for last month, 
compared with 386 in July and 
1,227 in August, 1929. 

Studebaker also scored a gain 
| for last month over July, registering 
378, compared with 338. Last year in 
August Studebaker had 492. Chrys- 
ler was less than a dozen cars 
off the total for July. The line had 
1231 last month and 242 the preced- 





itatineed on Page 8) 














‘New Car Sales Swing Upward in 
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Kansas City and the Middle West SP ARKS from [DETROIT 


(Continued from Page 1) atihiccesninalplinitaiiasneaBinaitatti 





ing and manufacturing industries, Walsh Motors, Dodge distributors, ' 
ice aad lrvooteel* thtcieg “Dr its |*ePr September prospects very | Antiques . 
- ' — * |satisfactory. August sales were slow | eo-e 


prosperity. With the improvement | . ; 
in condiitons in these lines, busi- |after a very satisfactory spring and | An Old-Timer 
ness of all kinds is gaining and the |summer. The company officials feel | 2 
automobile men are sharing in the|that conditions have changed and, | . : 
change for the better. judging from sales and prospects of Mishap 
Nash-Midwest Motors reports a/the first few days of the month, that | ; 
cleaning up of old models before | fall business will be good. ‘is ; : : 
the announcement of the new Nash| The Butler Motor Company, Gra- | B Ch S b h i 
lines; that the new models are|ham distributors, reports much im- y ris insa aug ; 
| creating much interest and that | provement in sales and prospects 
| sales the last two weeks have staged | the last ten days. ="! 

















AUTOMOTIVE 
and 


AIRCRAFT PRODUCTS 


THE G & O MANUFACTURING CO., 
New Haven, Connecticut 


USED CAR SALES 
IN SAN ANTONIO 
SHOW INCREASES 


(Continued from Page 1) 


considering general business con- 
ditions. Our used car stock is in 
good shape.” 

The San Antonio Auto Trades 
Association is making a careful study 


| a strong “come back.” This com- | Ford sales have shown a good in- Gc EADING in your column about the original Packard: 
| pany beHeves the policy of dealers|crease in the last two weeks, ac- a ¢ . 


'in holding down on trade in allow-|cording to C. G. Williams, president which is to be sent over the road on its last trip, to 
/ances has curtailed new car sales|of the Williams Motor Company.!| be installed in the glass case in the Lehigh University at 
Foe se _ they are ngs ee Sere, — the price Bethlehem, recalls a scouting trip I made recently to get one 

| the icy and say owners are be- cut has stimulated sales. [a . . ” , Oi 
: : 2 i a . a } 2 . = x s ‘ Sé s > ." 
ginning to see the justice in the Dealers in every price class are of the old curved dash Oldsmobiles, says & Detroiter wh. 
is allied with the industry. 


| lower allowances. predicting a good fall business. eT i 
“It isn’t an easy job, finding one of the old boats. It is 


‘Portland, Ore., Dealers See Gain almost like trying to find a dodo. However, you can run 


ecross one now and then out in the hinterland. I unearthed 


In Lumber Business as Sales Aid traces of several, but what surprised me was the value the 


|/owners placed on them. You would think a car a quarter 

| PORTLAND, ORE., Sept. 9.—From S a tiaier sealeerhio, states of a century old wouldn’t have any value left. Far from it, 
a °< eft our > . . nr 

| Ford to Marmon and Cadillac ‘at because of the vast amount of) 4. the present owners are keen on bargaining. -They want 


‘ .,. | building and improvements in other | ~ = a 
|dealers practically all automobile |jines business in the fall ought to from $200 to $250, but there was one old chap who seemed 


re = oe a ee te ee show an increase over last spring. to think he had a gold mine. ' 
‘are optimistic regarding the future. Piaiiinaiic as caret eet ‘‘He hemmed and hawed when I asked him to set a price. 
* * O- averase-' He tried to get me to commit myself, but I held off. Finally, 


'With the selling season just about Not much improv " 3 

eae . provement meed be . . ° 
jover there is little hope for a buying | exnected before spring, says K. K | after pondering a bit, he said I could have the old car if f 
| revival until next spring, when they Burkhardt, general manager of the would pay him thirty years’ garage rent. Needless to say, 


jexpect Business to be geod. Manley Auto Company, distributors | did not buy, for I figured that at $5 a month the bill would 


| By that time lumber conditions ; =) aay ae. Sinthe : 5~ : 
of the Marmon-Roosevelt lines. Sales },. $1.800—rather stiff when you stop to consider that you 








of the used car problem through will be vastly improved, for at the | oy. ; Pe aca cae 
its secretary, T. J. Simmons, and It | present time the mallie are produc- ee tata ai ete ah ae can get two new Oldsmobiles for that price today.” 
js believed that some real good will jing only about 25 per cent. of their | and used cars are normal, The serv- : ‘ i 
be accomplished in this respect! normal output. Prices of lumber in| ice pusiness is good. Mr. Burkhardt 
within a short time. Monthly re- the past month have steadied con- is selling more of the higher-priced RIDE of ownership and pride in some particular make 
ports of the used cars sold, together siderably, but the flow of orders is! cars than moderately priced, because P cs a cag or ee oan mL: 
with an average price per Car, and |lacking. Grain and fruit crops are they go to the class of trade not runs high, we know, as is often demonstrated. This 
other valuable information is com- good this fall. The estimated crop | greatly atfected by the present busi-. Was recalled to me by an incident I noted at New Rochelle, 
oe one eee oi a is — + a depression. _ N. Y., last summer when a prospect wandered into the 
cae anles ta expected Within the Bext | bushels hareected last year. ine SiceVans: Sales manager ot Col- | Studebaker place to look over a 1921 Franklin that stood in 
thirty days when money from the} The condition of the apple crop of Cadillac-La Salle “Oakland ang the used car department on which there was a price tag of 
cotton crop will begin to circulate | indicates that 1,602,000 barrels will | pontiac cars, likewise stated thathe $125. This prospect owned a 1920 Franklin, but he felt 
See at cen nce nleces i |be harvested as against 750,000 /did not look for any increase_in| that he could now afford a newer car. The deal was con- 
—a * 7 y barrels last fall. Dealers with new | business until next March, although! summated by the prospect turning in his 1920 Franklin, a 
iceable. |models to show are getting a better |conditions in Oregon are perhaps t one alk. nak meal £95, | tor the 192 le 
——— |break than those who have not.|better than in the East. The useq|t©” year old, and paying $25 to boot for the 1921 model of 
‘This past month the sale of Fords |car condition is better than last year,| (he same make, a nine year old. 
samounted to 47 per cent. of all sales.|R, H. Collins, just back from the "a . , 
|Sam Wilson, sales manager of the | Fast, says Oregon is holding up well, . 
re es eee re compared with other states. The 
lls StocK Of used cars 1OW an in a j s ‘e just co wis . ‘ vat , » : 
sere Weuléiey endition, eee ees COS ihe Oldsmobile, was a Detroit visitor last week, coming out 
_. . has met the speci- The service department also was|cut prices, which has stimulated f¥ the double purpose of seeing the factory folk at Lansing 
fications of the American very busy, he stated. _ |business a little during the past two and gathering material for his proposed book, “Ford and 
entire. radiator require- ‘The Torola Motor Company, | weeks. Pharoah.” Morgan, it will'be remembered, was at one time 
coord Wine Kaien distributors, report- | mae the largest Ford dealer in New Jersey. It will be another 
at this lirm had turned its (CHARLOTTE, N. C., Sept. 9—A thre the hefore the book is off he eas. but the “S 
used car stock twice in July and| aioe Gh dite soon ee ee ore the book is off the press, but the “Sena- 
that a better class of used car WaS|;, the automotive industry in tO! Says he already has received orders for 1,000 copies. , 
in demand. Used cars priced right | Cyariotte shows a marked variation, In the early days of the industry Morgan sold advertis- 
1 gpely dectared, the company hav: | ccoraint . ae < ——— ing in the New York Globe. In fact, he goes back to the 
ling had only one repossession since | 2®™ =o oe a — days of Duncan Curry, still with the New York American; 
‘the first of the year. — a 7 evrore’s’ John C. Wetmore, then of the New York Mail, and F. Ed 
Hal Hillman, owner and manager | (Continued on page 4) 'Spooner. Al Reeves, now general manager of the National 
NN ANS aeenermemnenen Automobile Chamber of Commerce, was another of Morgan's 
= colleagues. That trained Reeves for the big job he now 
| holds. 
“When I used to make Detroit a port of call in those 
_days there were just three places to visit,” said Morgan. 
“I would get here at 8 o'clock in the morning and leave at 
3 in the afternoon. I would call on Roy Chapin, who had a 
little office where he handled Oldsmobile affairs; I would 
see H. M. Leland, who was making the Cadillac, and visit 
| Charles B. King, then making the King car. That finished 
my day’s work. Now look at it. I have been here three 
days and I haven’t been anywhere, so to speak. I guess { 
) am better off selling Oldsmobiles than I would be as an ad- 
| vertising man.” 
| 





“Senator” W. J. Morgan of Newark, N. J., now handling 


° . insuring guaranteed 
performance and freedom 
from radiator troubles. 


HEXCEL RADIATOR CO. 


Milwaukee, Wisconsin 

















THE WAY ETHYL IS GROWING... 
... from Liter Cans to Tank Cars 


volume every year and is still sweep- 


EVEN YEARS ago Ethyl fluid 


30-ounce COon- 





ing forward with rapidly increasing 


was shipped in 
tainers to the few oil refining com- demand. 
panies then marketing Ethyl Gasoline. 
‘Yoday there are 76 leading oil com- 


selling Ethyl 


Suceess did not come by chance. It * * . 


is the result of recognition from men 


O. CLEGHORNE of the factory equipment sales staff 
¢ of the B. F. Goodrich Company is limping around on 
crutches, with his left foot in a plaster cast. His mishap is - 
the result of the first accident I ever heard of on a min- 
iature golf course. This Goodrich man is not a golfer, but 
he became interested in miniature golf and took a whack 
at it. Stepping off the tee after a mighty fine putt, he 
snapped a bone in his foot. 


panies mixing and 


7 ; fa ae ; like yourself who have found the 
Gasoline and Ethyl fluid is shipped in 


value of Ethyl Gasoline and recom- 
And, too, Ethyl Gasoline 


has succeeded because it delivers the 


tank car lots. ° 
mended it. 
A tank car carries enough Ethyl fluid 
approximately 8,000,000 etter performance it promises. 
Ethyl Gasoline Corporation, Chrysler 


Building, New York City. 


io «treat 


gallons of gasoline. 





Ethyl Gasoline has doubled its sales 
HERBY BROS. TO EXPAND |Herby, president of the firm. The 
PLANT AT JAMESTOWN, N. Y.' concern has been established in this 
~ y ~ Jamestown, N. Y., Sept. 9.—The | City since 1875 and was one of the 
WK THYL GASOLIN BE [timer teee seizes si west me prensa ate 
7th St., wagon and truck body build- | body department was installed and 
ing concern, has plans under way} now the firm brings its facilities up 
. for expansion of facilities at its|to date with the acquisition of ma- 
plant to permit the manufacture of |chinery and equipment for the pro- 
wood and mets.’ bus bodies, accord-|duction of custom metal and wood 
ene) ta #1 announcement by Charles ' bus bodies. 
’ ' Pega Sia tia pi7iriterses : $38 biter ‘i. «! bekiobh. ot 


The active ingredient in Ethyl fluid is lead 





©-9587 
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Several Makes of Cars 
Boost Sales on Pacific 
Coast Over Last Year 


| 


CHEVROLET DEALERS | 
DISCUSS FALL PLANS 
AT NEW JERSEY SESSION 


Paterson, N. J., Sept. 9—The deal- 
ers, associate dealers and _ their 
salesmen of this section attended 
| the meeting of the Chevrolet Motor 


| opinion that with general improve- | 


oe eee 10, 1980 — 


the previous record, and it is their 


ment in business conditions already 


manifesting itself throughout the / 
country a very bright fall activity is 
assured them. 

D. D. Chaplin, Jr., sales promotion 
manager for the Chevrolet Motor 
Company for the Tarrytown zone | 
covering northern New Jersey and 


FORD ‘REGISTRATIONS - 
IN MONTREAL IN JULY 
GAIN OVER LAST YEAR 


Montreal, Sept. 9—An increase in 
the number of new Fords registered 
in Montreal in July as compared 
with registrations during the cor- 








NEW YORK, Sept. 9—Complete | pared with the corresponding period oes on Oe ne rarithen | MaTiterlen adjacent to New York|responding month of 1929 was re+ 
new car registration statistics |! !4st year: : for the fall months. Considerable | City in New York state and New / ported today by Wallace R. Camp- 
“- ; CALIFORNIA enthusiasm was expressed at the England states, expressed the belief | bell, president of the Ford Motor 
for the first seven months -of the 1930 1929 . seti "é t the fact that the that the attitude of the dealers in| Company of Canada, Limited. Reg- 
cee See SOR ND POR POE PEE x6... 0200605; 92,653 49,530 ialns af Chevrolet cars in this terri- | this section in regard to business in | istrations of new Fords for the first 
on the Pacific Ocean reveal that the! Chevrolet .......... 23,278 24,190 caey until August 1 were announced the coming months is unquestion- |seven months of the year also were 
sales of both Ford and Chevrolet in| Buick .........+.06. 4,846 7,124 | tg have been only four cars behind a re oe 2 ag pm oe to be considerably greater 
. ; lew : | HOBOE .sccscccceseves S00 8,340 . set i . c vear evrole Ss any eé- than during the same period last 
that period were close to the rec ord- | ——_— 2502 5 521 | the saene 5 ie 1929, the peak year cently offered sixteen new colors, | year. 
breaking levels of the correspond- PRG sc cccesvd ee 5,592; There were many dealers present, five de luxe wheels as standard; There were 597 new Fords regis- 
ing period of last year. Some other! Chrysler ............ 3,023 4,592! it was announced, whose sales vol- | °@ipment in all passenger models. | tereq during the month, as com- 
gars also made excellent showing in| Hupmobile ....... »» 1,243 1,818| ume was greater this year than in has reduced the —— sport | pared with 503 in the same month 
gelation to last year BA. NE cccccceets a 1,131 | : models and is otfering a ae an | of 1929. Total registrations of new 
Ford sales in California and | Limcolm ...seseeeess $02 433 | aaa o oe ae new one and one-half ton | cars of all makes during the month 
Washington in the seven months) AUDUFI ....+eeeeees C26 Tel | Gadities Garth a ae 25 a : |were 1,484, new Fords representing 
were higher than in the corre- Cadillac pboeece 720 $70 | Sats eessesecores 247 200 | ; qenagrr™ . 40.2 per cent. of the total. During 
sponding period of last year, while De Soto .rcccevesees 2,766 3.711 | Da 2 y ceeeevoceres $13 1047 E. D. WATSON HEADS — the first seven months a total of 
in Oregon they fell off 10 per cent, | DUTANE ......eeesee, a | ft i a "- FORD DES MOINES PLANT 3,159 new Fords was registered, as 
The California total was 52,653. as Pranklin .....0+. » «457 OF en a eoecccoccce on on ee Melhen’ Ba. Sort. 6-2 D. compared with 2,696 during the 
against 49,530 a year ago, up 6 per STORER cocccccsccs 1,891 3,004 | 4 BM ceccecccece 197 286 Watson has been appointed super- same period last year». The total 
cent., while in Washington there | EIUGBOM = secscccccers 1,534 3,840 oi ee eens 84 Me eee : Nid 2 registration of new cars of all makes 
were 11.468 new Pords registered | Marmon pebineeeecs . 1,243 4 aa see eeeeeeees an ene| intendent of the Ford Motor Com-) declined from 12,648 in the first 
this year, as against 11,346 a year! BUMEED wc ccecscccecse e. 2,298 5,485 | Oakk a ree UCCHSOO® 146 198 | pany assembly plant here, succeed- | seven months of 1929 to 9,369 in the 
ago, a gain of 1.2 per cent. "The | Oakland eee es ° »» 1,124 1,812 | a: nobis Bet: see 20 523 | ing E. J. McKinley, transferred to same period of 1930. The percent- 
regon total of 7,097 compared with | Oldsmobile ......... 1,839 3,841 on iF seaevsses “93 112 | the San Francisco plant. Mr. W(t-| age of new Fords jumped at the 
7,926 last year. PME si scecscaces 1,569 2,128 | Packar Pees t leer es 9 97 | Son has been with the Ford com-j|same time from 21.3 per cent. in 
Chevrolet registrations in Cali-| Peerless ......... «as 1 265 | eee me eee cooceve 330 549 pany here ten years, most of the 1929 to 33.7 per cent. in 1930. 
fornia in the first seven months of | Pierce-Arrow ....... 395 394| Plymouth ......65-, “es 140 time as traveling representative. — 
this year amounted to 23,278, as| Plymouth .......... 1,436 Sa es HOPES KOSS 346 442 : BUYS FORD DEALERSHIP 
compared with 24.190 in the similar | RCO, ---:++++++ * SIME ...s<<ceeres 56 739, NEW CHEVROLET DEALER Went Choi, Ris Sent, 0-—Denedle 
, some period, a decline of . — cent.| Whippet eae ‘c- seis et ea 117 : Birmingham, Ala., Sept. 9—Tar- Brothers, Iowa Falls, has purchased 
In _Washington, Chevrolet sales Willys Se rete 805 «| Willys-Knight ...... 101 264 | rant Chevrolet Company, a new au-|the Len T. Kimball garage and 
were 5,335, as against 5,896 last year, Willys-Knicht ...... 914 3.091 oi | tomobile dealership, has opened for| taken over the Ford dealership, 
; ty Rg Sled ong ao? ae , on oceania a ‘Then the Whippet Six: | business at 1112 Wharton Ave. Possession will be given October L. 
€ yr », Ss , ——— — _ — 
ae atts cw asa last year, €de-| word |... eee eee 11,483 11,346 
e < < r cent, ner R29 = . 
| In addition to Ford, sales of Mar- a caeeneegus an an i fw 
mon and Pierce-Arrow Showed gains |p 0000 "77" 0" "81 1743 
in California over the correspond- Ponti ae Coe 7 . Bae 1227 4 
ing period of last year. Marmon eet _ Reet ee ‘ a — 
registrations were 1,243, as against od Er SMa se Caos eee , oe 1,165 sewer % on ruc 
534 last year, a gain of more than Chrysler ssssseeeees 157 1,011 
100 per cent. while Pierce-Arrow Hupmobile ......... 388 354 am 
registrations were 395, as compared 14 Salle ........... 90 83 REE ay AO 
with 394 a year aso. SO ees ys 21 22 [| ag Md — 
In addition to Ford, sales of Hup- AWOUIN ...eeeeeeees 140 193 CHASSIS 
mobile and Franklin set up gains in Cadillac ............ 48 o4 
Washington over last year. Hupp)! De Soto .........65 990 618 waa et eae 
sales were 388, as against 354 a year MED Sinkocavssors 756 1,568 
ago, while Franklin's sales jumped) Franklin ......+..6. 19 70 
from 70 to 79 in the seven-month | Graham ........0085 314 482 
period. Lincoln sales in Washington | Hudson ,.......+45 . 316 583 
were 21, as compared with 22 last | Marmon ............ 75 91 
year, while Cadillac sales were 48, as| Nash .....ceeeeeeees 360 845 
against 54 in the first seven months Oakland .........4. 193 260 
of last year. CHRMMOMES ccccccce » 972 | 
Despite the fact that neither Ford Packard ............ 142 207 | 
nor Chevrolet established gains in| Peerless ............ ° 24 38 | 
their sales in Oregon, that state | Pierce-Arrow ....... 18 25 | 
boasts more increases than either! Plymouth ......... . 769 1,274 |} 
California to the south or Washing-| Reo .............5. . 106 184 
ss ton to the north. Hupmobile sales | Studebaker ........ . 619 887 | 
F in Oregon were 157, as against 140| Whippet ............ 232 1,161 | 
a year ago, De Soto registered 247,| Willys .............. 328 . 
as compared with 209 last year.! Willys-Knight ..... 240 455 
Graham, 289, * compared — a OREGON 
and Marmon, , a8 compared with | aise r Ld a 2 
@i.. Lincein and Codilfiec, as in|Ford..............00. 7.097 7,926 A Remarkable Truck at a Remarkable Price 
ee. ran close to 1929, the oe (ebenecheee = = 
ormer registering 22, as against 24/ BUICK ...ceeeenevees as 27 : ; 
‘and Cadillac oa compared with 26.| Essex .........00005 382 954 Another Stewart triumph! A new 1% Truck users whose demands include 
Ford, Marmon and Hupmobile set | Pontiac .....-++.... 408 994 ton truck embodying a long list of speed, flexibility and long life at low 
up gains in two of the three staies.| Dodge .............. 418 771 . ; F : 
No car gained in all three. Chrysler .......0000 304 1.230 mechanical features formerly found only operating costs may now enjoy Stewart 
Following are the seven months Hupmobile ......... 157 140 on the finest trucks selling at a price that quality at a hitherto unheard of price 
sales of the leading makes of cars La Salle ............ 41 54 : P 1 RA 
for the three states in 1930, as com- Lincoln ...........+. 22 24 smashes all precedent. This new Stewart for 1’ 2 ton capacity, 
Lr ~ has a 7! inch frame, 11 inch clutch, 4 





speed transmission, dual-balloon tires 
and helper springs. 


The new Stewart 1!'% tonner is not a 
one-year teuck. Stewart owners know 
by experience that the average life of a 
Stewact is 5 years or more. Ask the 
Stewart owners in your community the 


results they are getting. Complete de- 


The fastest selling 


., automotive accessory 


HaDees 


Car Heater 


The same quality that has long marked 
Stewarts as “America’s Greatest Truck 
Value” is found in this model. From 
radiator to tail light an honestly rated 
truck built by exclusive truck makers 
entirely of teuck parts. 


MODELS 





tailed specifications will be sent upon 
request, 












Patent Nos. REGGIS1, 1746985 aud 157554% 
Bevel Axle 
1 ton 4 Cylinder $ 695 MODELS 
Protits-Protits-Protits : , tae ‘ — 4 
‘ 2 ton 6 Cylinder 5 1) me uy 
The surest way to all-yeai 1), ton 4 Cylinder 895 MOTOR TRUCKS ouble Gear Reduc 
motoring comfort—and the 1% ton 6 Cylinder. ... 1195 tion Axle 
surest way to all-time sales 13, ton 6 Cylinder... 1495 ; ’ 
and profit records—is with 2 ton 6 Cylinder 1695 STEWART MOTOR CORPORATION 24%) ton 6 Cylinder $2690 
Ha Dees sd ater Car 24, ton 6 Cylinder 1990 BUFFALO, N. Y. 3 ton 6 Cylinder 3290 
Worm Axle Export Branch: 1 Broadway (Dept. 17) 3% ton 6 Cylinder 3690 
Blows hot when it’s cold—blows heat in greater volume—no pois- 2 ton 6 Cylinder $2290 ; : aera : 5 6 Cyliad 4990 
cool when it’s hot. Ventilates— onous gases. Both front and 24, ton 6 Cylinder 2690 NEW YORK CITY, U.S. A oon ppamnet mx 
heats. Finger-tip complete heat rear models. Place your order 3 ton 6 Cylinder 3290 . sar 6-7 ton 6 Cylinder 5700 
control an original Ha Dees fea- with your distributor—now! 1930 34, ton 6 Cylinder 3690 a ee ee 
ture. New Aero-Dynamic Fan wil® be a bumper year tor 5 ton 6 Cylinder 4990 ; , = 
ferces clean, odorless hot water Ha Dees dealers. 6-7 toa 6 Cylinder 5700 


(A division of Burd Piston Ring Company! 
ROCKFORD ILLINOIS 


LIBERTY FOUNDRIES COMPANY 


PU Race ale nese 3 Sn ePIC PIN SFA SRE MR ISA ER A OF iE RNIN IEEE SF SAPS 
Stewart Trucks have won-—By costing less to run 
NAR RISE. Sip AS ANN MRE = MRI ERS ARN EERE LIEN ELIE A LAI ENE LEBEN TEBE AEE BEA ATEN 
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k Trucks Gain Impressively 


: MONG the scattered signs that better times lie not so 

far ahead of us, we call attention to the dramatic re- 
covery staged in sales of commercial motor vehicles during 
July. In this month, one of the normally dullest of the 
year, commercial vehicle sales were 18 per cent. over the 
totals for June. 

Another very satisfactory feature of July commercial 
unit sales is found in the relationship between sales and pro- 
duction. 
a shade over the total domestic sales, but when we allow for | 
10,000 commercial vehicles exported during the month, it, 
is evident that more units were placed in users’ hands than 
were manufactured during the period. This can only mean} 
that distributors and dealers materially reduced their stocks | 
of new commercial vehicles on hand. With the expected in- 
crease in demand, merchants handling commercial units are 
going to be in a position to take instant advantage of the 
revival. 
in stocks and they are not going to have to spend a lot of time 
working off excess vehicle units that have been left on their 
hands. 

A we have noted several times before, the commercial 
vehicle division of the industry has done an outstanding job 
in 1930 and they are ready to go full speed ahead in the more 
propitious year of 1931. 


| Fire 





The July output of trucks of all degrees was just} 


| 


(Continued 
| 
are moving fast, as well as those in 
the high priced line, with the mid- 
dle priced auto field bearing the 
brunt of the present depression. 


Both the Wilson Pettit Motor 
Company and the Pyramid Motor 
Company, Ford and Chevrolet deal- 
ers, respectively, report good busi- 
ness with an expected increase in 
the fall, and present business only 
slightly lower than this time 1&t 
| year. 

Louis L. Wisner, vice-president of 
the Carolina Nash Company, re- 
ports the worst depression his com- 
pany has ever seen with only a 
slight flurry expected this fall, due 
to marketing of crops, but nothing 
| to indicate a return to normalcy. 
Little effort, he stated, is being 
made to sell high priced used cars, 
only those ranging in price from 
$150 to $300 being pushed. At 
present sales of new cars are only 
50 per cent. of last year. 

A. C. Wood, président-treasurer 
| of the Charlotte Hudson Company, 
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Low Priced Cars Moving Fast in 
Charlotte; Dealer Opinions Vary 


from Page 2) 


is a little more optimistic in his 
views, stating that his firm has 
had an increase since August 1, 
and expects an _ypward trend in the 
fall, but no marked improvement, 
with business now about 50 per 
cent. of last year’s. 


Buick Company, says that the pres- 
ent trend of business is very geod, 
but no great increase is expected 
this fall. The present volume of 
business he attributed -to: the new 
model Buick, which was: announced 
a few weeks ago. He eontinued to 
state that sales were about: 70 per 
cent. of last year’s. 


Packard Company; reports: that 
sales have been very good -since 
the first of the year, and that his 
firm has made money every month 
with the exception of January and 
perhaps August. He expects: pick 
up in fall if business organizations 
will assure their employees of steady 
employment and wages. 





Better Agricultural Outlook in 


Kentucky Encourages Dealers 


| ¥ OUISVILLE, KY., Sept. 9.—Auto- 
mobile distributors in Louisville 

are feeling a trifle better regarding 
| rural outlook in Kentucky for this 
fall. A few weeks ago, when the 
state was burned up by drought, 
many of the distributors contended 
that 25 per cent. of normal fall 
business or less was all that could 
be expected of agricultural districts. 
However, August rains have greatly 
benefited late planted tobacco, 
which now promises to make a good 
crop, provided frost is late. As to- 
| bacco is Kentucky’s money crop, a 
|good yield from a large acreage 
| would result in plenty of money, at 


reasonable prices prevail in the fall 
markets. 

Prince Wells of the Prince Wells 
Company, Nash _ distributor and 


mistic even in early August than 
other distributors, contending that 
| he did not believe conditions would 
prove as bad as painted. He is now 
|sure of this, and some other dis- 
| tributors are feeling more hopeful. 
Part of the state is still in need of 








| dealers, was somewhat more opti- | 


[ water. but less is being hauled, and 
conditions are much better. Corn 
and some other crops have im- 
| proved. There is still a lot of hys- 
terical arguments being heard re- 


garding the terrible condition of the | 


tenant and poor farmer, who may 
need some aid, as they generally 
do. 

There is a movement on in cen- 
tra] Kentucky to reorganize thé for- 
mer tobacco growers’ co-operative 
marketing association, which would 
enable the Federal Farm Loan 
Board to advance mioney to a co-op, 
whereas it can do nothing for an 
individual. This would relieve 


They are not going to have a lot of capital tied up|teast in some districts, provided | financial pressure between now and 


late sales, which start in December 
and run to April. 


| 


C. B. Scott, president of the Scott | 


N. F. Neer, president of Charlotte | 







ped 


BILLY GRIMES EXPANDS _ 
HIS CHAIN OF SERVICE 
STATIONS IN INDIANAPOLIS 





| Indianapolis, Ind., Scrt. 9.— The 
| first big step in-a broad expansion 
program planned by Billy Grimes, 
veteran head of the Billy Grimes 
| Tire Company, operator of super- 
service stations, has been taken 
here with the opening of a new 
| plant in an outlying business com- 
munity and dedication of a large 
addition to the company’s down- 
town shop. 

Mr. Grimes, who is a pioneer in 
the tire business in Indianapolis, 
with four locations now operating 
in the city, promises still further 
enlargement of his chain of tire 
and battery stores. One of the 
largest Firestone tire dealers in 
town, he has built his business from 
his original site just off automobile 
row, the capacity of which was 
more than doubled with the recent 
opening of a large addition giving 
the station a present length of half 
a block. Complete one-stop service 
as well as road service is offered by 
the Grimes stations. 

Three corners of the city are also 
| served by Grimes stations, the east 
'Side plant having been in opera 
|tion for some time and the nortl 
side shop at 38th Street and College 
Avenue having supplanted a similar 
one at 42d Street and College. 

On the south side the Grimes 
company has just taken over @ 
station of obsolete type, and wor 
is to be begun at once remodeling 
and modernizing the place to maké 
it equal to other Grimes stations 
in respect to equipment and avail- 








|ability. In announcing that still 
;}other Grimes stations would bé 
| built, the operator has not dis- 


|closed possible locations. 


| LEASES NEWARK FACTORY 


Newark, N. J., Sept. 9—The Gene 
|eral Equipment and Supply Come 
|pany with offices at 9 Clinton St. 
| has leased for five years the two- 
story factory at 33 Bruen St., for 
the merchandising of nuts. bolts, 
screws and other hardware. 





AIRE | 


. Off. 


Water Automobile Heater 


AF 97% of all motor 
cars are NOT 
equipped with 
heaters at the fac- 
tories. 


What a market for 
Tropic-Aire 


T may surprise some of our readers to know that the, 
I United States government at the present time spends 
$19,000 every day of the year in measures designed to pre-| sleuminiaaie 
vent forest fires. It is not so surprising when we remem-| 92.26 chicago. MI. American Society of 
ber that our national loss by reason of forest fires runs into Mechenical Engincers Iron and Stee) | 
billions of dollars, to say nothing of a lamentable death toll. a0 Sena, 

Experts agree that most of this forest fire loss is pre-' 22-26—Niagara Falls, Ont. American Gear 
ventable. Carelessness in handling camp fires, matches and ee 
smoking equipment is largely responsible for this huge bill ***—BRicare: Mm ne ey 
that we must all contribute toward paying. 22-26—Chieage. I. American Society for 

We are just entering the period of the year when the 
forest fire hazard reaches its maximum. Very shortly the 





Division meeting 
American Welding 
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Steel Treating meeting at Stevens 
Hotel. 
29-Oct. 4—Pittsburgh, Pa. Nationa! Safety 
F : . “ ’ Counci) Annua) Safety Congress. 

leaves will be down, vegetation will be dried out and highly OCTOBER 
combustible. A carelessly thrown match may start a fire! 
that will cost millions of dollars in timber destroyed, to say 
nothing of possible loss of life. A camp fire not completely 
smothered may do the same thing. It must be confessed that 
unthinking motorists do their share in creating this fire haz- 
ard of the woods. Automobile dealers, as the leaders of | 


their motoring communities, can do much to help inculcate} 


care in handling fire of any sort in the woods. If they will 


call the matter to the attention of their customers, the ele-| 


*ment of lack of thought will be eliminated and the fire hazard 
will be reduced. 


Insure the Driver 


VU’ in Massachusetts they are still wrestling with the 
cempulsery liability problem, which certainly has 
grown no simpler in the two years it has been in use. 
Boston Traveler recently remarked that “This whole auto- 
mobile insurance system is a mess.” 

The paper then put forward as a suggestion, without 
taking either side, that drivers should be compelled to take 
out liability insurance on themselves rather than by having 
the car insured. The plan would compel every driver to 
take out liability insurance, covering his own activities, be- 
fore he could obtain a license to drive. 


of insurance. 
the change. The whole compulsory insurance idea has 
fundamental weaknesses, 


The 


There are more, 
drivers than cars and this would tend to cut down the cost 
Beyond that we cannot see much benefit from | 


2-12—Paris, France. Automobile Salon. 

6- 7—Reading, Pa. Pennsylvania Automo- 
tive Association Convention. 

6- 8—Tulsa, Okla. American Society of 
Mechanical Enigineers Petroleum 
meeting 

6-11—Washington, D. C. 
tiona) Road Congress 

6-11—Washington, D. C. American Road- 
builders’ Association Convention. 

7- 8—Detroit, Mich. Society of Automo- 
tive Engineers production meeting 
at Book-Cadillae Hotel 

13-15—French Lick Springs, Ind. American 
Society of Mechanica) Engineers 
general meeting. 

14-15—Syracuse. N. ¥. New York State 
Dealers’ Association Convention. 

16-25—Lendon, England. Olympia Motor 

| Show 

22-24—Pittsburgh, Pa. Society of Automo- 

tive Engineers transportation meet- 

ing 

| NOVEMBER 

4- 7—Chicago, Ul. National Tire Dealers’ 
Association Convention. 


Sixth Interna- 


| 6-16—Berlin, Germany. Internationa) Au- 
tomobile Show 
8-15—Chicago. Hil. Automobile Salon at 


Drake Hotel. 

10-14—Cleveland, O. Motor and Equipment 
Association Show. 

13-23—Paris, France. Commercia) Vehicle 
Salon 

17-21—Cleveland, O. Nationa) Standard 
Parts Association Show. 

30-Dec. 6—New York. Automobile Salon at 


Hotel Cemmodore. 


DECEMBER 
| 6-17—Brussels, Belgium. Automobile Ex- 
| hibition. 
JANUARY 
3-10—New York. Nationa) Automobile 
Show 
24-31—Chiecago, I. Nationa) Automobile 
Show. 


FEBRUARY 


| 
7-14—Les Angeles, Cal. Automobile Salon. 
&-00—Sen Francisco, Cal. Automobile 
Salon. 








Standard Model 
Tropic-Aire 
Built for installation under 


instrument board—in three 
sizes—the Senior for large 


cars, the Junior for medium 
sized cars, the Ford for 
Ford Model “A” cars. 





Sra 


dealers! 


The -rich profits this 
market offers are 
proved by Tropic-Aire 
dealer success. records, 
Ask us for facts. 


TROPIC-AIRE, Ine. 


108 Eleventh Avenue. N. E, 
Minneapolis, Minnesota 
In Canada: 
14 Breadalbane Street. Toronte 
52 Adelaide Street, Winnipeg 
Pat. Nos 1581761, 1668491, REITIS1. 
Oihers pending 





The New Rear 
Compartment Heater 


Installed at back of front seat 
under rear seat—a perfect heating 
plant for Town Car, Limousine, Taxi- 
cabs, the larger Coaches or Sedans. 
Independent or operates im unison 
with front heater. 


or 
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They're tired of 


fade- away freeze protection 


a 
More Profit 


G. P. A. Radiator Glycerine means more profit 
per sale...and don’t forget this: st brings the cas 





| ; : ae into your garage for initial servicing. 
T’S peace of mind they want... positive assurance that the You make money on this setvice. And you 
motor will run...that the tires will last... that the radiator will not freeze. get « good chance to sell your customer sqm 
from a set of valve caps to a general overhaul, 
Glycerine gives them the positive, permanent, safe anti-freeze pro- It’s an important opportunity. 
tection they're looking for... It won’t evaporate. That’s why 1,600,000 Wich G.P. A. Reding Gipcesing pow 
. * are laying the foundation for repeat bus- 
motorists used it last year...and why thousands of G. P. A. dealers iness. It sells the same customers year 
made more money on anti-freeze than they ever made before. a after year... because it is a reliable, safe 
: , product, well out of the experimental 
There’s an honest product in the G. P. A can. Car manufacturers, stage. Sell G.P. A. Radiator Glycerine 
this fall. Get the free service manual. 





jobbers, dealers and the public all endorse it. A bigger and better ad- 
vertising campaign is starting. It will make money for you. Write 
for free service manual and information. ‘ 


RADIATOR 


ycerine 


GLYCERINE PRODUCERS’ ASSOCIATION, 45 East 17th Street, New York City 
The following are makers of G.P. A. Radiator Glycerine: 





ARMOUR AND COMPANY HARLEY SOAP COMPANY THE PROCTER & GAMBLE CO. 
BEACH SOAP COMPANY KIRKMAN & SON JOHN T. STANLEY CO,, Inc, 
COLGATE -PALMOLIVE- LEVER BROTHERS COMPANY SWIFT & COMPANY 
PEET COMPANY ALLEN B. WRISLEY CO. A 9° 
NTI-FREEZE SOLUTION 


P@GRSACAee1¢e- + ;+§;#j-¢‘1 + i+§& +s ¢88 66008008 080¢6 
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PERSONAL SIDE OF SELLING 


STRESSED BY GEORGE BROSCH 


GEORGE BROSCH, manager of | 


the autometive merchandising | } 


and marketing division of the Busi- 
mess Training Corporation, 
sents another of his short talks on 
successful service salesmanship. 

“Last week,” remarked an auto- 
motive retailer to me in a town in 
the Middle West, “two of our men 
made mistakes. 
carelessness, damaged a drill press 
so that it was laid up for repairs, 
and, while it was being repaired. 
some mighty important work was 
held up. The other man, through 
indifference and discourtesy, of- 
fended a customer who left with the 
gtatement that he'd never come 
back. 

“Which man made the _ worse 
mistake? Of course, both blunders 
were inexcusable, but there isn't 
any doubt in my mind as to which 
of the two was more serious. I can 
have the drill press repaired. 
necessary, I can buy a new one. 
Naturally I am doing everything in 
my power to bring the customer 
back, but the odds are against me. 
We'll never know 


it will cost us to lose him. One 
thing, however, is certain: in the 
Jong run it will cost a lot more 


than the expense of repairing the | 
press. We've lost not only his trade | 
but also the business he might have 
sent in by recommending us to his | 
friends. Worse than that, we can 
be sure that he'll warn people to 
stay away from us, for 
iravels fast. The loss of a good 
customer is the one mistake that 
can't be repaired.” 

It is well to remember the per- 
sonal side of selling. There is 
danger, of course, in relying too 
much on personality to make sales 
and hold customers. The salesman 
who puts his trust in personality 
alone seldom achieves more than a 
mediocre success. It is personality 


plus knowledge and skill that makes ‘to the service station for 


steady sales day in and day out. 
Yet this caution against overem- 
phasizing the personal factors need 


THIS.... 
AND MORE 


A luxurious lobby, 


splendid display 
private banquet and con- 
vention rooms, five dif- 
4 ferent dining rooms and 
service througbout that 
anticipates your every 
wish. The Hotel Sinton 
is famed for its hospi- 
table and friendly atmos- 
You always feel 


rooms, 


phere. 


at home here! 


Bath and Servidor 
in Every Reom 


Tariff $3.50 up 


otel Sinton 


Cincinnati’ Tinest Hotel 


John b. Horgan 


DIRECTOR 


H 


RANAGING 








: 


pre- | 


One man, through | 


If | 


} 


just how much | 





2D © 
GEORGE BROSCH 

not blind us to their importance. 

When you talk to a customer, you 

jare the representative of your entire 


|organization. What he thinks of 
| your establishment often depends 
|very largely on what he thinks of 
| you. 


|“YOU'LL HAVE TO GET IN LINE” 


bad news | 


|that I was ready 


What happens when the personal 
side of selling is neglected is well 
illustrated by an incident that oc- 


curred at the service station of a|9)g w. 8th St.. 
The cus- | 


car dealer in New York. 
jtomer had called, his car had been 
inspected and the office had prom- 
|ised to mail an estimate to him. 
The next morning the estimate 
jarrived. It was merely totaled, 
&@ | however, without showing the in- 
| dividual items. The customer drove 
further 
information. Here his story as 
he reported it: 

“As on the day before, there were 
about twenty cars ahead of 


is 


WHOLESALE 











| Hill, 
me,|N. Y. 


lined up and waiting for inspection. | 


I explained to the man at the door 
that I'd had an estimate made and 
to have the car 


|repaired, but that I didn’t want to| 
jhave all the work done that the 
estimate covered. 

““Just drive in there,’ he said, 
\‘and get in line.’ 
| “*But I don’t went to have an- 
other estimate made, I protested. 
|‘And I don’t want to wait in line 


| 
| 


| 





| want 
} time.’ 


for an hour, the way I did yester- 


;day. I've got my estimate and all 
|I want is to have the job started.’ 
| ‘*You'll have to get in line,’ he 
| insisted. 

“*That’s ridiculous, I said. ‘If 
| you won't let me pass, please call 
|}the manager. So he called the 


| manager over and I explained the 
case again. 

‘*You'll have to go and get in 
i line,’ the manager said curtly. ‘That 
is the only way we can keep track 
|of the cars coming in.’ 

“But I waited yesterday for an 
hour. I haven't time to wait that 
long today. And besides, it isn’t 
necessary, for I've had the job esti- 
mated.’ 

**You'll have to get 
get an inspector, the 
did yesterday,’ said the manager 
impatiently, ‘unless you want to 
have the complete job done as es- 
timated.’ 

‘*But I'm in a hurry,” 
‘Can't I drive over there on the side 
and go in the office and have 


in line 
same as you 


| arranged?’ 


‘‘No. Those cars over there are 
all completed jobs, ready to be 
called fer. The only thing for you 
to do is to get in line, unless you 
to come *back some _ other 


” 


And the customer drove away. 
INSERT THE “PERSONAL 
TOUCH” INTO YOUR 
INTERVIEWS 
It must be granted, of course, that 


|@ Jarge service station wiih a huge 


(Continued on page 8) 


and | 


I objected. | 


this | 











| American Bosch ‘Adds 





New York, Sept. 9.—The American 


es the following automotive appoint- 
ments from August 1 to August 31: 

Service Stations: Rogers Auto 
Supply Company, 24 S. Jackson St., 
Harrisburg, Ill.; United Service 
Company, 209 N. Ohio St., Sidney, 
O.; Frank Richards Auto Electric, 
Bedfield, S. D.: J. O. Weber Electric 
Shop, Olathe, Kan.; Leslie Brothers, 
Chappell, Neb.; Victory Motor Com- 
pany, Agate, Colo.; Morris Service 
Stores, Inc., Asbury Park, N. J.; 
Douw F. Beekman, Schenectady, N 
Y.: Cais Machine Shop, Aurora, 
Colo.; Lincoln Highway Garage, 
Kimball, Neb.; Thompson Electric 
Sho p, Spencer, Ia.; Cooperative 
Union & Supply Company, Leoti, 
Kan. 

Automotive Wholesalers: E. V. 
Hoit, Corporation, 111 Central Ave., 
Albany; Motor Supply Company, 
288 Main St., Lewiston, Me.; Dyke 
Motors Supply Company, 800 Web- 
ster Ave., Pittsburgh; Automobile 
Supply Company, 227 E. Broad St., 
Hazleton, Pa.; Philadelphia Motor 
Accessories Company, 3129 N. Broad 
St., Philadelphia; George W. Myers, 


Cameron & Mulberry Sts., Harris- 
burg. 
Replacement Parts Wholesalers: 


| LeBeck Sales Company, 903 Atlantic 
| Ave., Atlantic City, N. J.; Yingling 


Auto Works, 237 Frederick St., 
Hagerstown, Md.; Auto Parts Com- 
pany, 222 N. Mechanic St., Cum- 
berland, Md.; Friedman & Weiss, 
1253 Coney Island Ave., Brooklyn, 
|N. Y.; Central Motor Parts Com- 
pany, 3943 N. Broad St., Philadel- 
hia. 
Bosch 
saler: 


Motor Car Radio Whole- 
Sioux Falls Radio Service, 
Sioux Falls, S. D. 

Bosch Motor Car Radio Service 
| Stations: George's Tire Service, 120 
S. Lincoln St., Aberdeen, S. D.; Nel- 
son’s Garage, 10 2d St. N. E. 
Watertown, S. D.; Van's Battery & 
Electric Company, 327 Main St., 
Green Bay, Wis.; Robert E. Whiting, 
504 Lavac St., Austin, Texas; Purnell 
& Wilson, Inc., Des Plaines, Il.; 
United Auto Electric Company, 600 
Bergen Ave., New York; Henry H. 
Inc., 434 N. Union St., Olean, 


Bosch Motor Car Radio Dealer: 
Frank’s Battery & Ignition Station, | 
650 W. 35th St., Chicago. 


SAFETY TESTS FIND 
VERY | FEW “PERFECT” 


Chicago, Sept. 9—More 
cars were inspected last 
Evanston to determine 
ethey were, if at all, and of that 
number only 62 were tound to be in 
perfect condition. The car testing 
was a feature of the city’s Safety 
Week drive, conducted under direc- 
tion of Frank Kreml, 
accident 
Evanston Police Department. In- 
spections covered brakes, lights and | 
steering apparatus particularly. A/| 
section of Lake Street, 


than 600 
week 
how sate 


cago and Hinman Avenues, was 
roped off for purposes of making | 
the tests. 


Evanston, a city of more than 
100,000 population, adjoining Chi- 
‘cago to the north, has reduced 


automobile fatalities 62.5 per cent. 
in the last year, according to statis- 
tics prepared by the accident pre- 
vention bureau. It is now in second 
place as America’s “safest city,” 
| being surpassed by Baltimore in a 
|}contest sponsored by the National 
| Saiety Council. 


HAND TIRE CO. TAKES ON 


| Tacoma, Wash., Sept. 9.—Fred J. 
| Hand, president of the H@nd Tire 
| Company, Tacoma Fisk Distributor, 

announces that his firm has pur- 

chased the battery department of 

Wilkeson, Inc., of this city. Here- 
lafter the Hand Tire Company will 
have charge of the warehouse dis- 
tribution of Prest-O-Lite batteries 
and parts in Pierce county. Dallas 
W. Costley, who for many years was 
in charge of the battery department 
for Wilkeson, will be in charge of 
the department for the Hand Tire 
i Company. 


New Jobbers, Dealers! 


Bosch Magneto Corporation announc- | 


in | 


head of the} 
prevention bureau of the} 


between Chi- | 


PREST-O-LITE DISTRIBUTION 





ADOPTION by jobber members of 

the Motor and Equipment As- 
sociation of a personally conducted 
mail campaign te selected dealers in 
their territories has given added 
| vigor to that part of the “Care Will 
Save Your Car” program which 
calls for identifying dealers witi: the 
movement so that they may tie in 
their shops directly with the asso- 


many of the jobber members. 
supplements the presentation of the 
campaign program to dealers by 
jobber salesmen and provides M. E. 
A. 
portunity to sell their 
with the program to their trade. 
The M. E. A. executive committee 
jrecently expressed its complete set- 
isfaction with the progress of the 





acceptance in the short time that 


it has been actively developed. The| 


outstanding way in which the slo- 
gan has caught on since the cam- 
paign was started in May promises 
much for its future value as a busi- 
ness builder and there is every in- 
dication that plans for carrying it 
on through 1931 will be warmly re- 
ceived by the industry. 





HE midget golf courses may have 
shown jobbers and manufacturers 
in the automotive field something 
they have overlooked. While they 


have resulted in much discussion | 


and humor, they have also demon- 
strated that their marvelous growth 
contains an exceptionally clear ex- 
ample of good merchandising. The 
promoters of the pastime were 
quick to put before prespects the 
profits made by the pioneer opera- 
ters. The daily revenue, expenses 
and earnings were cited in cold fig- 


Seattle a M. A. 


ciation’s national advertising. 

The mail campaign, in which job- | 
ber sales executives personally ex- 
plain the complete campaign to 
their better dealers, is expected to} 
keep the interest of the trade alive | 
and has been put into effect by 


It | 


jobbers with an additional op- | 


campaign to date and pointed out! 
that the slogan has had remarkable | 7 


F:ditor’s Column 


ON Ne wees 





| 


connection | t 


| product. 


DISTRIBUTION | 
SHOP EQUIPMENT 


REPLACEMENTS 





? 





ures for specilic cezs:s. Thousands 
of prespects were quickly convinced 
of the money to be made and eager- 
ly undertook the investment. 

This style of dealer merchandising 
comes as a refreshing change from 
the reams of quality and value 
claims that are constantly, directed 
at distributors. After all, the mer- 
chant may be convinced through 
this bombardment that an article 
has merit, but he is equally con- 
vinced that other products also en- 
joy the same standing. Value and 
other generalities have palled on 
him for these many years. 

What the retailer is most anxious 
to know is whether he wil] profit 
by buying and selling a particular 
In almost all cases he 
has to experiment with it and find 
out. In short, he has to do the job 
hat the producer might do for him 


| by thoroughly testing out the article 


'and putting the cold figure 





results 


of these experiments before his 


prospect or customer. 


HE revival of confidence noted in 

business in the last two weeks 
er so has tended to greatly encour- 
age the army of salesmen inf many 
lines who will shortly start out on 
their fall selling trips, it is said. 
While conditions continue notably 
difficult, it is claimed, it is well 
within possibility that the low con- 
dition of Stocks on retailers’ and 
wholesalers’ shelves, coupled with 
the pent-up demand of consumers, 
will develop a “merchandise vacuum” 
that can only he filled by a scramble 
for goods. 

Salesmen traveling the West Coast 
and sections of the South and New 
England have already observed a 
more optimistic feeling. The pick- 
up in the employment situation at 
Detroit, the revival of building 
operations in some areas, and the 
fact that consumers are already 
voicing some complaint regarding 
the starved stocks of retailers are 
cited as notably favorable. 


Is Launching 





Greater Prosperity Program 





By D. M. 
GEATTLE, Wash., Sept. 9.—Blaz- 
ing a new trail in seeking to | 


solve the empleyment preblem_ in | 
this section is the Automotive 
Maintenance Associaticn. Due to 


the initiative of the trustees of the 
organization and the work of its ex- 


ecutive secretary, Ed Westfield, a 


| Charles Graf, 
| helpful. 


|of growth for the A. M. A., 


TREPP 
rivaling 
any like period in fruitful results 
lever attained by any automotive 
| organization in this section. 
Legislative matters have held first 
place, while the constructive pro- 
grams put on by the repair division, 
chairman, have been 
At these monthly sessions 
usually some new model car would 


meeting of representatives of twen-/|be studied with the factory repre- 


ty-two leading civic 
| clubs of Seattle will be held shortly | 
to launch a definite “Greater Pros- 
| perity Program.” 

First of all, this is to consist of 
| Spreading facts to offset false ru- 
mors of an unfavorable nature that 
| have resulted in a state of mind on 
the part of the public, causing a pro- 
|crastination of buying. That con- 
ditions are good in the Northwest, 
with good agricultural crops, great 
fish catches, some fishermen mak- 
ing as high as $1,000 a week, more 
men being put to work on big 
projects, such as the Rock Island 
power development near Wenatchee 
by the Puget Sound Power and 
Light Company, where as high as 
3,000 will be employed, is the theme 
lof the program. 

A plan proposed by 
Lilygren of the A. M. A. is that 
every concern employing men in- 
|crease the pay rol by some nominal 


Président Al 


percentage, such as 5 per cent., on 
the theory that this will quickly 
improve the state of mind, and re- 


increased ‘buying, so that 
within thirty days conditions will 
require still further additions to 
pay rolls. The unemployment per- 
centage is about 10 per cent. in this 
locality. With fall coming on, many 
of these will go back into useful 
occupation. 

The past six months has been one 


sult in 


and business | sentative, service or 
|of the dealership 


| 


| 


|} tribute $500 for 





shop foreman 
present, to give 
jtalks. This has resulted in close 
| co-operation with dealers, who re- 
alize that the independent repair- 
man can wield a big influence in 
swaying car opinion and good will 
toward any make of car. For that 
reason the A. M. A. repair men are 
glad to learn of the engineering 
reasons back of any car improve- 
ments. 

The A. M. A. has agreed to con- 
the national Elks’ 
convention, set for Seattle for 1931. 
Pete Sands, Studebaker dealer. 1s 
Chamber of Commerce chairman for 
the automotive groups. The Seattle 
Dealers’ Association contribution is 


/in addition to this. 


The employment service of the A. 
M. A. has been very active, declared 
Mr. Westfield, and has placed many 
applicants. The gas and oil division 
is in exeellent shape, with other 
parts of the West looking te the 
situation in Seattle retail gas circles 
as the best along the entire Coast. 

The storage division has greater 
membership than ever, and outlook 
is brightest ever for storage garage 
business. 

The all-night parking prohibition 
is now being enforced very well. Re- 
ports from various parts of the city 
show all-night parking reduced 
from 50 per cent. to 87 per cent. 








( 








AUTOMOTIVE: DAILY NEWS, -WEDNESDAY, SEPTEMBER 10, 1930 








Moto Meter Gauge and Equipment 








ee | 


. , ' 
Jinancial News of the Automotive Industry | 
A _— = 
290,000 common shares and 17,350| many lines of trade and udvater, | 
Cheeker Cab-Parmelee preferred shares. The present|Many of the manufacturers and SEEKS RECEIVER FOR 

scanngumont is arranging to bor-| jobbers we met said that their busi-| KELLY-SPRINGFIELD CO. 
row $300,000, as additional working | ness compared favorably with 1928 “ 
Deal May Meet a Srnagy set rat at once °° end was er than is om te,|IN'NEW JERSEY COORT } 
year averages. Frankly, I returned in pees 3 
aH MOTO METE2 to New York very much gieased' Jersey City, N. J., Sept. 9—A pe- 4 


\HICAGO, Sept. 9.—The proposed 
plan by which the Checker Cab 


the consideration involved would be 
slightly less than $4,000,000. 
At present Parmelee Transporta- 


|Corporation will call its $750,000 
issue of three-year 6 per cent. gold 


over the outlook. 
“We decided last spring to launch 
this special campaign immediately 


| tition 


order to shew 


cause why a receiver should not be 
appointed for the Kelly-Springfield 


seeking an 


Manufacturi ; seri ‘ tember 11, 1930, : 
éo gd Company propeses tion Company has _ outstanding ae pet “nig yl Hee to after Labor Day in order to help Ti c 7 
acquire control of Parmelee | ¢4 931,000 in 6 per cent. debentures, : our sales department in its good rt is tees ee ae 
; ; ‘'t by James 


Transportation Company may meet 
opposition from Parmelee Transpor- 
tation bondholders as well as frem 
minority stockholders of Checker 
Cab, according to reports in local 
financial circles. 

Bondholders of Parmelee Trans- 
portation Company may base their 
opposition on the grounds that ac- 


10,000 shares of preferred stock and | 


299,118 shares of common. 


Also, if the plan is approved, it | 


| is expected that the Checker Manu- 
|facturing Corporation’ will 

{minority stockholders of Parmelee 
ithe right to exchange their shares 


on the basis of four shares of Par- | 


mele for one share of Checker. 


offer | 


R. G. Martin, president. 


AMERICAN CHAIN STARTS 
INSTITUTIONAL CAMPAIGN | 


New York, Sept. 9.—Another en- 
couraging sign of business improve- 
}ment is seen in the launching ot a/| 
|large special advertising campaign 


work the remainder of this year, 


j}and also in the future. 
“In our opinion, every dollar in- | 


vested in advertising now earns 
more than if we waited until ad- 
vertising is in full flood again.” 


‘ASSOCIATED AUTOCRAFT 


TO OPERATE IN SYRACUSE 
Syracuse, N. Y., Sept. 9—The As- 





A. Kelly of this city and stockholder 
of the company. 
The’ organization 


was formed 


| April 15, 1899, under the name of 


the Consolidated Rubber Tire Com- 
pany and on January 2, 1914, the 
name was changed to the Kelly- 
Springfield Tire Company. 

Shares of the company are al- 


quisition of control of the company | cee i i 
oo | lin the current issue of the Saturday | Sociated Autocraft Industries, Inc.,|Jotted as follows: 39,003 shares of 
by Checker Cab would destroy its! QTHER FINANCIAL NEWS ‘Evening Post by the American|chartered in Rochester last week,| first preferred at $100 per share, of 


present freedom to purchase its cab 
equipment in 
market. 
the past has used Checker equip- 
ment, it has been in position to buy 


the best available | 
Although the company in | 


ELECTRIC AUTO-LITE 
The Electric Auto-Lite Company 
|balance for the third quarter prob- 
|ably will run near 60 cents a share, 


Chain Company, Inc. 

This campaign backs up confi- 
dence in the future of business with 
real money and it is considered all 


equipment of 


has taken over the local plant and 
the former August 
Schubert Wagon Works at 338 Suath 
West St., and will continue in opera- 
tion on twenty-four-hour-day basis, 


which 29,500 at a value of $2,950.006 
are outstanding; 70,000 sharcs of 
second preferred at $100 per share, 
of which 52,647 shares at a value of 
$5,264,700 have been issued, and 


such equipment from any other!or sufficient to make the nine|the more significant because of the : . : = 
manufacturer, |months net about $4.50 a share on /known conservatism of the company. employing fifty oe plant will | 1,000,000 shares of common stock of 
| reason to feel |SPecialize in the production of bus,|no par value. The preferred stock 


Opposition from minority stock- 
holders in Checker Cab may center 
around the proposed surrender of 
Checker Cab’s holdings of bonds 
and preferred stock in Parmelee for 
a common share interest. Checker 
Cab Manufacturing owns $1,442,000 
of the outstanding debentures and 
all of the preferred stock of the 
Parmelee Transporation Company. 
According to local reports concern- 
ing the proposed plan, these securi- 
ties form the basis on which control 
of Parmelee will be secured. 

As a preliminary to the acquisi- 
tion, it is understood that Checker 
Plans to issue nearly 60,600 shares 
of its own stock at $25 a share fer 
control of the Motor Cab Trans- 
portation Company in New York. 
The latter company is a cab oper- 
ating unit with upward of 2,000 
Checker cabs and is now controlled 
by Morris -Markin, president of 
Checker Cab. 

This property, together with the 
Parmelee bonds and 10,000 shares 
of Parmelee preferred stock, would 
be transferred to Parmelee Trans- 
fertation in consideration of the 
issuance to Checker of 422,000 shares 
of Parmelee common stock. At par 
for the debentures and preferred, 


| the common. 

It is likely that the fourth quarter 
| will, contrary to the normal sea- 
sonal experience, register a marked 
improvement over the third. After 
a quiet October, which should be the 
dullest month of the period, certain 
companies will begin active produc- 
tion of models to be featured at the 


new models will have made their 
appearance, The backlog of Ford 





over August shipments. 


After payment of the current divi- | 
dend, Electric Auto-Lite will have | 
approximately $2,500,000 in cash. In | 


addition, it has a free asset 112,000 
shares of Bendix Aviation stock and 


32,500 shares of its own stock, the | 


latter having been augmented by 


treasury purchases since the first of 


the year of 5,400 shares. 


INDIAN MOTOCYCLE 


has exercised its option to 


40,000 shares of stock in discharge | 
of $500,000 notes, issued in connec- | 
tion with its purchase of du Pont) 
total | 
stock issue of Indian Motocycle to| 


Motors, Inc. This brings 


CURRENT DIVIDENDS 


Company 
Autocar pf 
Bendix Aviation 
Budd Wheel 
Budd Wheel 
Budd Wheel 


Period 
Quarter 
Quarter 
Quarterly 25 
Quarterly 


Ameunt Payable 

ly £2.00 Sept. 15 
ly 50 Oct 1 
Sept. 30 
1.75 Sept. 30 
75 Sept. 30 


January show, and meantime other | 


orders holds steady, with promise of | 
September calling for an increase | 


The Indian Motocycle Company 
issue | 


“We have every 
optimistic over the future,” said W. 
T. Morris, vice-president and gen- 
eral manager of American Chain. 
“I have just returned from a six 





weeks’ trip to the Pacific Coast with 
A. P. Van Schaick, general man- | 
ager of sales, calling on men in} 








{ 
| 
| 


| 





commercial and custom bodies. Sev- 
eral other branches will be main- 
tained by the new concern at 
Oneida, Rochester and Newark, N. Y. 
CLASSIFIED ADVERTISEMENTS 
IN FHE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


is redeemable at $110 per share. 

Kelly alleges that the company 
has been losing from three to three 
and a2 half million dollars a year 
and that the common stock has de- 
clined in price from $25 toe $3 a 
share. 


4 Wear HER-PROOF 


Chicago Yellow Cab ....Monihly 25 Oct 1 
Chicago Yellow Cab ....Monthly 25 Nov. 1 
Chicago Yellow Cab ....Monthly 25 Dec 1 
Chrysler Corp. Quarterly 75 Sept. 

Clark Equipment Quarterly 75 Sept. 15 
Du Pont de Neniours ...Quarterly 1.00 Sept. 15 
Du Pont de Nemours deb..Quarterly 1.50 Oct. 25 
Electric Stor. Battery...Quarterly 1.25 Oct 1 
Electric Stor. Battery pf..Quarterly 1.25 Oct. 1 
Sept 

Oct. 15 








Fifth Avenue Bus Sec...Quarterly 16 
Quarterly 40 


General Electric 





General Electric pad 15 - 15 Springs — unprotected — are easy fort. Such variation is impossible 
General Motors uarierly 15 Sept. 1: u ‘ ote ar = 
General Motors pf Quarterly Nov. prey to rain, mud, and gritty dust. when springs are steel armored. 
Greentield Tap & Di iad - eas They rust, stiffen, squeak ... and Anderson-Ajax Steel Spring-Covers 
“Yo ; yuarterly ct, = 
Greenfield Tap & Die bumpy rides soon take the place of have already been adopted as stand 
8% pf Quarterly — emesis. eiak aunt ard equipment by ten manufacturers 
Goodrich Co., B. F. pf... Quarterly Oct °q P on twenty-four models. These include 
joe aod a2 > senor. ees ‘ So weather-proof the springs—with Cadillac V-16, Studebaker President 4 
year uarterly cs - ; 5 iti 
ae Lame a Sept Anderson-Ajax Steel Spring-Covers. Eight, Nash Twin Ignition 8, Nash 
ian Sater Caer ; te . Twin Ignition 6, all models of Peer- 
son Motor Car Quarterly Then new car comfort will last as dainole Bucki 
International Harvester. .Quarterly h itself... TI ti less, the Studebaker uc ingham 
Jobns-Manville Quarterly : Oct. long as the car itself. hey sea in Funeral car, the Studebaker Provi- 
a ee pi etedae ‘7 Oct. penetrating graphite lubrication . . . dence Ambulance and others. 
otor roaucts uarterly e 
Motor Wheel Quarterly keep out the weather. Tests show {| Anderson Manufacturing Company, . 
N. Y. Transportation... oars that spring oscillations are increased 155 Sidney Street, Cambridge, Mass. ‘. 
ibus Cor f arterly : ss ' 
- saeco Rhames ab .e 60% by water lubrication and de- Distributed to automobile manufacturers from 
Packard Motor Car Co. .Quarterly creased 40‘%, by corrosion. It is this the fac tory at Cambridge, Mass. Detroit 
office, Mr. George H. Hunt, 2-244 General 


Paramount Cab Mfg ....Quarterly 
Paramount Cab Mfg ....Quarterly 
Parmelee Transport Monthly 
Raybestos-Manhattan ..Quarterly 
Reo Motor Quarterly 
. Sparks-Withington Quarterly 
Sparks-Withington pf ...Quarterly 
White Motor Quarterly 
White Motor Quarterly 
Wilcox-Rich Corp, sp pf..Quarterly 
Wilcox-Rich Corp. cl A. .Quarierly 
Timken Roller Brng. cl A..Quarterly 


variation that destroys riding com- Voters Building. 


ANDERSON - Ajax 
Steel SPRING COVERS 
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Cook County 


August Car 
Sales in Seasonal Drop 


(Continued from Page 1) 


noted that a change in the distrib- 
utor of the latter pair was made 
during the month, the line having 
passed from the Hudson Motor 
Company of Illinois to Butler Mo- 
tors, Inc. 

Packard moved up a notch from 
July, going into seventh position by 
registering 205, which was ten cars 
in arrears from the _ preceding 
month and 163 from August, 1929. 
Nash had 174, compared with 273 


dn July. 


The Willys products and Plym- 
@uth ran a close race for ninth po- 
sition, the Willys group having 142 
and Plymouth 139. Oldsmobile- 
Viking was just one car ahead of 
Hudson-Essex, with 132. Oldsmo- 
bile individually accounted for 127. 
In July the Oldsmobile and Viking 
had 206. 

The only car to show a gain over 
August, 1929, in the high grade 
field was Franklin, which had 34 
and 30, respectively, for this year 


and last. In July Franklin regis-'Chevrolet ....... 


tered 39. Lincoln showed a gain 
over July by registering 27, as 
against 20 the preceding month. 

Austin tied its showing of July 
in August, having 23 for each 
month. Stutz-Blackhawk showeda 
remarkable gain by registering 14 
last month, against only 1 in July. 

The General Motors group had a 
decline of more than 100 per cent. 
from August last year. The figures 
for the collective line last month 
were 1,834, which compared with 
3,756 in August, 1929, and 2,164 in 
July this year. The Chrysler group 
also showed a decline from both 
last year and July. The totals for 
Chrysler were 558 for last month, 
650 for July and 804 for August last 
year. 

The standing for August with 
comparisons for July this year and 
August, 1929, follows:— 

Aug., July, Aug., 
1930 1930 1929 
2,094 3,854 3,255 
741 #%1,150 1,179 
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HOSPITALITY. 


AS 05 BESt..: 


Popular for its large, airy and marvelously comfortable 


rooms .. . its tempting, delicious foods . . . its efficient 
and unobtrusive service, Hotel Fort Shelby is best remem- 
bered by men and women who appreciate its generous 


hospitality. 4 From the moment one enters its lobby .. . the 
soft colors and intimate luxury of its decorations create an 
immediate feeling of restful ease and comfort. 4 Hotel 


Fort Shelby’s location in the heart of Detroit's shopping, 


theatre, financial, insurance and wholesale districts is a 
happy one; no other hotel is so near the principal railway 
terminals, airports and steamship 
piers. Fort Shelby’s 900 units are 
paneled and servidor equipped 
... all have private bath. Rooms 
as low as $3.00 per day . . . suites 


$10.00 and upwards. 


Motorists are relieved of their automo- 


biles at the door without service charge. 


Write for Free Road Map 


oS Fort 
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eee . 648 386 1,227 
Studebaker ..... + ww 338 492 
Gakland-Pontiac. 231 330 707 
Chrysler ........ 231 242 313 
FOGHAT sccceccs » 205 215 368 
WHE. Sebcureese » re 275 550 
Willys products.. 142 170 297 
PIyMOuth ....... 139 145 158 
Oldsmobile-Viki’g 132 206 459 
Hudson-Essex ... 131 205 694 
BME Ganavtveccse 98 151 209 
Hupmobile ...... 96 198 164 
Pe ME é000see we 90 112 124 
Cadillac-La Salle. 82 92 184 
SHE iacetivcees 51 92 257 
Auburn-Cord .... 48 96 135 
| a 34 39 30 
RGGEED. 0404260 27 20 49 
Pierce-Arrow .... 24 25 41 
MEE caeseees ce 23 23 aa 
Marmon-Roosev’lt 19 40 86 
beds end dune ce 18 30 58 
Stutz-Blackhawk. 14 1 19 
BEE sn ccescen 12 41 47 
errr Ty il 18 10 
ee 10 21 63 
Moon-Windsor .. 9 24 6 | 
Jordan eons oa 5 6 | 
Miscellaneous ... 


‘BRITISH EXPORTS — 
GAIN OVER 1929 


LONDON, Sept. 9 (UTPS)—For 
the first seven months of this 
year, notwithstanding general ad- 
verse trade conditions, the British 
motor car industry is entitled to 
congratulate itself on the way in 
which it has kept up its exports. 
The figures, compared with the 
corresponding ones for the similar 
period in 1929, of British imports 
and exports of motor vehicles are:— 
Invport Export 
value, value, *Excess, 
pounds pounds pounds 
Jan.-July, 1929 6,274,910 8,527,959 2,253,049 | 
Jan.-July, 1930 3,946,072 8,696,005 4,749,933 | 


*Excess of exports over imports. 

The import values compared show 
what a greatly reduced market there 
has been for American vehicles this 
year. 

Commenting on these figures, the 
Society of Motor Manufacturers 
and Traders points out that the 
British automotive industry has not 
suffered from trade depression to 
the extent of other industries. While 
there is an increasing demand for 
the British vehicle in the home 
market, in the wider markets over- 
sea British manufacturers are ob- 
taining an increased share of the 
trade and progress made in recent 
years is being maintained and ex- 
tended despite the period of finan- 
cial difficulty which is apparent in 
Australia and other markets and 
the general period of ecoaomic 
stringency. In view of the forth- 
coming imperial conference in Lon- 
don arrangements have been made 
for discussions to take place be- 
tween representatives of the auto- 
motive industry and the Dominion 
and Colonial government represen- 
tatives. a 

It is obvious from this statement 
that efforts are to be made to try | 
and influence the overseas’ portions 
of the British Empire to accord in- 
creased preference to British auto- 
motive vehicles. Both Australia and 
New Zealand have already increased 
the measure of their British pref- 
erential tariff quite recently and it 
appears to be hoped that other of 
the dominions and colonies will fol- 
low -suit. Business is also expected 
to result on a considerable scale 
from the British Trade Exhibition 
which is to be held at Buenos Aires 
next year. 


CLEVELAND EMPLOYMENT 
OFF 3.3% IN AUGUST 
Cleveland, Sept. 9.—Employment 
in Cleveland in August decreased 3.3 
per cent. from July, according to 
figures compiled by the Cleveland 
Chamber of Commerce from figures 
reported by 100 representative firms. 
Index figure is now 96.1, compared 
with 99.4 in July and 125.0 in August, 
1929. 


“Classified 
Advertising 


Classifica Rates 5c Per Word 















MOTORCYCLES 


FOR EXPORT — READY TO SHIP 

1000 Automobiles, Trailers, Motor- 
cycles, Outboard Motors. 

The Largest Automotive House in U, 8. A. 


SIX STERN BROS,, 179 1st Av.. N.¥.C. 


ATWater 3901 


Personal Side 





of Selling 


Stressed by George Brosch 


(Continued 


volume of work must systematize its 
handling of customers. But surely 
there is no excuse for making the cus- 
tomer feel that he is caught in the 
cogs of an inflexible machine. What 
was wrong in this case, plainly, was 
that the personal side of selling had 
been almost completely forgotten. 


It should never be forgotten in large 
establishments or small. 

There should be little difficulty in 
putting the “personal touch” into 
your relations with your customers, 
no matter what your position may 
be or what duties you perform. 

“It’s all right for a salesman to be 
businesslike,” says an experienced 
retailer in Southern California, “pro- 
vided he doesn’t carry it too far. 
Sometimes you see a salesman get- 
ting so wrapped up in the routine of 
his work that he doesn’t see any- 
thing else. He dashes around here 
and there, hurrying from one cus- 
tomer to the next, giving each cus- 
tomer as little time as possible, an- 
swering their questions briefly and 
almost sharply, trying to show how 
systematic he is, and forgetting that 
what the customer wants is a little 
personal attention and _ courtesy. 
The result is that he might as well 
be one of the slot machines that sell 
gum or peanuts when you put in a 
nickel.” 

Remember this: The customer 
wants to deal with a person—not a 
machine. He may buy once from 
a salesman who sells in an auto- 
matic mechanical manner, but he 
won't come back. 

One of the first steps in putting 
your relations with the customer on 
a friendly, human basis is to learn 
his name— and use it. And at the 
same time, tell him your name— 
and get him to use it. In most 
cases these two thing are easy to 
accomplish, All that is necessary, 
as @ rule, to get the customer's 
name is to say something like, 
“How long have you driven your 
car, Mr. »’ and pause to let 
the customer tell you his name. 
Usually he will respond without 
hesitation. 

Then tell him your name, or 
provide some means by which he 
may learn it. In an accessory de- 
partment in Virginia, the sales- 
man’s name is indicated on a card 
in a metal holder placed on the 
counter, where the customer sees it. 
In an automotive establishment on 
the Pacific Coast, the salesmen 
wear buttons stating their names 
and even their nicknames. 

In a service station in Seattle, 
the mechanic who works on a cus- 
tomer’s car fastens to the steering 
wheel a card reading:— 





I am the mechanic who re- 
paired your car. I did my very 
best to give you a satisfactory 


job at the lowest cost. 
JOHN WATKINS 





Such methods as these are well 
worth using, for they help to add 
the personal touch that makes sell- 
ing effective. 

Another point of some import- 
ance in dealing with the steady 
customer whose trade you want to 
hold, is to remember what you did 
for him on his last visit, and men- 
tion it. This calls for a good mem- 
ory, to be sure, but most salesmen 
can develop at least the ability to 
remember a fair part of their past 
sales. And the effort it takes is 
well spent, for the minute you men- 
tion the job or article sold to the 
customer on his previous call, you 
show him that you regard him as 
an individual, and that you value 
his business. It requires only a 
moment to say, “How did you like 
that new polish, Mr. Jones?” or, 
“Have you been getting more power 
since we ground your valves?”— 
but the interest you show by your 
question will go a long way toward 
making it easy for him to keep on 
being a steady customer. 

TREAT THE CUSTOMER AS 

YOUR GUEST 

“Why do I like to go to 
place?” responded a car owner in a 
town in Wisconsin. “Because they 
treat me as if I were a guest, not 
merely as a customer whose money 
they want to get.” 

Every customer who comes into 


ro 


5 





from Page 6) 


your establishment should be re- 
garded as your guest. Too many 
retail automotive salesmen, un- 
fortunately, seem to think that they 
are doing the customer a favor by 
waiting on him. But the shoe is on 
the other foot. He is doing you a 
favor, for he is giving you a chance 
| to earn a living. If he didn’t come, 
your job would not last ten minu 
Keep that idea in mind when t 
talk to him. 

You want the customer’s respe 
and friendship. The better your 
personal relations with him, t 
greater his confidence in you, a 
the easier it will be to sell him t 
next time he comes. The way 
make a friend is to be one. And 
all that it requires is common sense 
courtesy. 

But don't misunderstand the 
meaning of courtesy. It does not call 
for exaggerated attempts at ove 
politeness, Too much courtesy 
just as bad as too little, for it rin 
false in the customer’s ears. 
one safe rule, in all your dealin 
with customers, is simply this: Tre: 
the customer at all times as if 
were a guest in your Own home. 

One of the commonest mistak 
of a good many automotive salesm 
is to “high-hat” the customer 
cause of his lack of technical knowl- 
edge. This never pays. Of course, the 
customer knows little about his car, 
from the mechanical point of view. 
Of course, he is ignorant of t 
technical points of most automoti 
products. But it is folly to show th 
you are aware of his ignorance. 

“But I don’t see why you have 
put in new bushings, if that’s wh 
you call them,” protested a wo 
who had brought her car to a 
in Towa. “Why can’t you j 
tighten it up?” 

The salesman had already ¢ 
plained the necessity for the new 
bushings. He had gone over every 
point clearly and carefully. But in- 
stead of becoming impatient, he 
went back over the same ground 
with still greater care. “You see,” he 
explained, “the parts are worn se 
badly that merely tightening 
wouldn’t do much good. Let me 
show you what I mean...” And 
he showed the woman why the play 
could not be taken up satisfactorily. 
The result was that he helped to 
make a steady customer, instead of 











losing one, 
When a customer seems slow to - 
understand, be patient without 


being superior. A superior attitude 
| never builds friendship. 

| On the other hand, it is well to 
| avoid the error of being too fami 
iar. Even when a salesman has 
established close and friendly rela- 
tions with a customer, he seldom 
has anything to gain by being too 
“free and easy,” for a good many 
customers will resent such treatment. 
There are some car owners, it is 
true, who like to be hailed by their 
first. names, but in most cases too 
much familiarity is likely to give 
offense. Adapt your manner to that 
of your customer. Take your cue 
from him. But don’t go as far as 
he does; keep at least a step or two 
behind. No matter how informally 
he speaks and acts when talking 
to you, he will be inclined to resent 
it if you assume that you can talk 
to him in the same way. 

Although you should do every- 
thing in your power, of course, to 
promote friendly relations, remem- 
ber that it is better to be too formal 
|than too informal. 


KRAYENBUHL NOW ACTIVE 
IN CHEVOLAIR MOTORS 


Louisville, Ky., Sept. 9.—Chevolair 
Motors, Inc., Indianapolis, manu- 
facturers of the Chevolair airplane 
motors, has named Cragie Krayen- 
buhl, vice-president of: the Com- 
monwealth Life Insurance Com- 
pany, Louisville, as executive direc- 
tor. The company was financed by 
Louisville and Indianapolis interests 
largely and its securties issues w 
marketed through efforts of E. 
Hays & Co., brokers, of Douisvi 
Krayenbuhl has been on its d 
torate since its - was organized. 
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There is no saturation 
point in the market 
for comfort 


VERY MANUFACTURER is constantly 
E trying to make his cars finer, better, 
more dependable—to give them.greater 
riding comfort. 








Especially this year, manufacturer and 
dealer alike are vitally concerned with 
comfort regardless of price, for a comfortable 
te ride sells cars. 
















No owner has ever said “My car is too com- 
- fortable”’. They all want comfort—all they 
: can get—for comfort is one priceless luxury 
A that has universal appeal. 


Owners expect riding comfort in a new car, 
and they expect that comfort to last as long 
as they drive the car. 


You'll find riding comfort that stays put 
in cars equipped with Gabriel Triple 
Hydraulic Shock Absorbers, either by the 
car manufacturer, or by the 2,743 Gabriel 
Service Stations—located everywhere. 






| Lalo 


President 
THE GABRIEL COMPANY 
Cleveland, Ohio 
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Federal Enters 6-Wheel Field 
With 3 Heavy Duty Models 





View of Rear Drive Federal Model U6SW 


*sEDERAL’S entry into the six- 
wheel field is marked by the 
production of a group of three heavy 
duty, six-wheel, tandem-drive units 
known as the U6SW, U6SWAB and 
the 4C6SW. 


These new models include the lat-, 


est developed improvements in tan- 
dem ‘axle design, and embody such 
important advantages as high pay- 
load capacity; wider distribution of 
weight, which minimizes the effect 
of road Shocks, giving greater pro- 
tection to chassis and load; in- 
creased traction, with eight rear 
tires and with the drive through 
four wheels instead of two; in- 
creased braking energy, applied on 
six wheels through a greater num- 
ber of tires; minimized skidding. 
tire and operating economy; axle 
loads conforming with state law 
limitations; lower taxation and im- 
pressive appearance. 

The Federal U6SW is rated at six 
tens and has a gross allowable 
weight of 28,000 pounds. It is pow- 
ered by a 6-cylinder, 90 horse-power 
engine, with dual ignition. Included 
in its specifications are thirteen- 
inch clutch, seven-speed transmis- 
sion, 34x7 tires (dual rears—ten 
tires), inside frame reinforcements 
and outside fish plates. The brak- 
ing system consists of six-wheel 
hydraulic brakes. 


N. Pr. A. Annual Meeting 


_ 
The _ full-floating, worm-drive, 
tandem rear axles are connected on 
each side by an equalizer bar, trun- 
nion mounted to the springs to give | 
individual vertical action and flex- 
ibility to the four rear wheels, so 
that they may adjust themselves to 
road irregularities. Driving force is 
transmitted from one axle to the 
other by means of an inter-connect- 
ing propeller shaft. Propeller shaft 


brake is mounted on the rear of 
the transmission. 
The Federal U6SWAB is also 


rated at six tons with a gross allow- 
able weight of 28,000 pounds. It is 
identical with the U6SW, except that 
it is equipped with Westinghouse air 


|source of the crude 
|good lubricating oil. 





Federal Model U6SW With Dual Tandem Rear Wheels 


Lubricants of Quality 
Product of Many Fields 
_ Survey Shows 


lubricating stock as can be found 
anywhere in the world. This is also 
| true to an extent of the California 


Lubricants of excellent quality are 
now being manufactured from crude 
produced in nearly all the im- 
oil fields of- the United 


oil, 
portant 
| States. 
}enty-three per cent, of the forty- 
‘seven prominent automotive leaders 
who replied to the second of a series 
of surveys on lubrication, undertak- 
en by the New York University 
Bureau of Business Research, for 
the purpose of finding out if the 
determines a 


Thirty-three authorities expressed 
the belief that, as a result of mod- 
ern manufacturing methods, oils of 
excellent quality used in lubricating 
American motor cars are made of 
oils from many different fields. 

The development of our machine 
|} age to its present degree of per- 
fection has been due, to a large ex- 
| tent, to the discovery and perfection 
| of lubricants suited to the exacting 


brakes, which apply on all SiX! needs of modern mechanisms, par- 

wheels. | ticularly the mechanism of the 
The Federal 4C6SW is rated at| automobile, according to 80 per 

eight tons with a gross allowable | cent. of these executives. 

weight of 34,000 pounds. It has a Seventy-five per cent. of the ex- 


six-cylinder, 100 horse-power engine 
with dual ignition; 36x8 tires, dual 
rears (total ten tires); inside frame 
reinforcements and _ outside fish 
plates. The rear axle construction 
and mounting are the same as the 
U6SW, except that they are larger 
and of greater capacity. Westing- 
house air brakes apply on all six| 
wheels. A propeller shaft brake is| 
mounted on the rear of the trans- | 
mission. 


ecutives expressed the opinion that 
| American industry would be brought 
| to a standstill in short order, were 
our supply of crude oils to become 
suddenly exhausted. The other 25 


| per cent. were more optimistic, be- 
| ing of the belief that research work- 


ers would conceive workable sub- 
stitutes within a reasonable length 
of time. 

Some comments 
ecutives were: 


of the ex- 





_For Atlantic City 


The annual meeting of the Na- 
tional Petroleum Association will be 
held at the Hotel Traymore, Atlan- 
tic City, September 17, 18 and 19. 

The committee has arranged a 
program which includes as speakers 
men who are prominent in the pe- 
troleum industry or are closely af- 
filiated with it. 

In the aviation field the subjects 
will be discussed by: 

Col. Clarence M. Young, assistant 
secretary of the Department of 
Commerce, in charge of the divisicn 
of aeronautics, will present the gov- 
erument’s program and plans. His 
subject is “Air Transportation and 
the Nation.’ 

FE. V. Rickenbacker, 


noted ace of 


our air forces in the war, now vice- 
president of the Fokker Aircraft 
Corporation, will discuss “Trans- 


portation by Land, Water and Air.” 

Col. Paul Henderson, senior vice- 
president, National Air Transport 
Company, Inc., will present “Air 
Transport and the Oil Industry.’ 

Guy Ww. Vaughan, president 
Wright Aeronautical Corporation, 
will give the oil industry the view- 
points of the manufacturers of en- 
gines and planes. 

lhe hydrogenation process, which 


has been the subject of much com- | 
ment in industry, will be discussed! Koch, H. A. Logan, Charles L. Suhr, 


oy R. T. Haslati, manager of the 


| This will be the first opportunity the departments 


Standard Development Company. 


Fred M. Zeder, vice-president in 
charge of engineers, the Chrysler 


| Corporation, Detroit, Mich.; “The 
| development 
| chines 


of present day ma- 
has been accompanied by 
greater refinement of lubricants and 
an increasing knowledge of their 
application to specific needs. In the 
case of the automobile, the applica- 
tion of the lubricants has received 


more attention by the engineering | 


of the automobile 


oil industry has had to obtain first | manufacturers, in this way creating 


hand information on this subject. 


a demand for better lubrication.” | 


The marketing of petroleum prod-| “Oils of excellent quality are be- 


ucts will be treated by R. B. Kahle, | 


president of the Beacon Oil Com- | duced from nearly all of the im- 
| portant 


pany. 


ing produced or at least can be pro- | 


oil fields in the United 


Joseph E. Pogue, a member Of | States.” 


the committee on petroleum eco-} 


Burnham Adams, Engineering De- 


nomics which made a report last) partment of the Wright Aeronauti- 


April for the Federal Oil Conserva- 
tion Board, has fer his subject “The 
High Cost of Gasoline in Storage.” 

Other address will be given by E. 
M. Lyons. president of the associa- 
tion, and H. L. Lohnes. 
will speak on “Oil and the Radio.” 

On Wednesday morning, Septem- 
ber 17, there will be a meeting of the 
traffic managers, at which Willis 
Crane will preside. On the same 
morning, Paul Hadlick, secretary of 
the division of marketing of the 
institute, will call a code conference. 

The annual banquet will be held 
Thursday evening, September 18, at 
the Shelburne. 

The banquet and entertainment 
committee is composed of C. H. 
Longshore, chairman; Fred G. Clark, 
L. C. Jamieson, R. A. Wotowich. 

The reception committee consists 
of R. A. Wotowich, chairman; Shel- 
don Clark, W. T. Holliday, Otto 


A. C. Woodman and N. H. Weber. 


The latter | 


| mid-continent 
| some exceptional fields in the mid- 


|cal Corporation, Paterson, N. J.: “It 


is our opinion that the best mineral 
oils available in the world are those 
of American manufacture. We have 
had so much libricating trouble with 
our engines in foreign countries that 
we recommend ail operators of our 
engines to use American made oils. 
The study of the chemistry of min- 
eral oils has progressed so rapidly 
during the last few years that we 
believe it now possible to manu- 
facture high grade oils out of any 
crude of reasonably good quality.” 
H. L. Horning, president of the 
Waukesha Motor Company, Wau- 
kesha, Wis.: “It is a fact that many 
manufacturers who market Pennsyl- 
vania oil buy large quantities of 
western stocks. 


the 
are 


fields and from 
fields. There 


Roumanian 


continent territory and some indi- 


; Vidual wells that produce as fine a 


This is the opinion of sev- | 


Likewise, manufac- | 
turers buy stocks from Russian and | 
| tory lubricants from the crude oils | 





and western crudes. The time will 
come when technical developments 
| will make it possible to manufacture 


good lubricating oils from almost 
any crude. There has been great 
progress made along these lines in 
the last three years.” 


O. A. Eskuche, president of the 
Warren-Nash Motor Corporation 
and member of the Automotive 


Service Association of New York, 
Inc.: “High grade lubricating oils 
are refined from every important 
oil field in the United States which 
refining is made possible by the 
most up-to-date manufacturing pro- 
cesses. The larger oil companies re- 
fine and market oils made from 
crudes entirely different in charac- 
tertistics; such as asphalt base and 
paraffine base. Both types of oils 
serve a definite need in the field of 
lubrication for which they are par- 
| ticularly adapted.” 

W. P. Michell, International Mo- 
tor Company: “It would appear 
from service results that lubricants 
from nearly all of the important oil 
fields can be produced to operate 
satisfactorily.” 

A. N. Bliven, maintenance depart- 
ment of the Portland Nash Com- 
pany, Portland, Maine: “We believe 
that excellent oils are produced by 
most of the modern manufacturers, 
and that it is impossible for the mo- 
torist to tell whether he has a given 
oil in his motor by the performance. 
Insofar as motor oil is concerned, 
we believe that any brand of oil 


manufactured by a reputable and | 


nationally known manufacturer is 
quite likely to be as good as that of 
another make.” 

A. L. Penniman, Jr., of Baltimore: 


“T am sure that lubricating oils of | 


satisfactory quality are, or can, now 
| be produced on 
from practically every important oil 
field in North America. Ialsoam of 
| the opinion that the near future will 
| develop the use of automobile oils 
|of much lower viscosity so blended 
or compounded as to produce 4 
|maximum of ‘stickyness;’ that oils 
| will be made from the so-called 
asphalt base crudes which will give 
better service than the oils now in 
| general use, and can, with the same 
percentage of sales expense and 
profit, be retailed at one-half the 
present prevailing prices.” 

H. T. Thomas, chief engineer, Reo 
Motor Car Company: “I believe it 
can be said that the lubricating oils 
from nearly ali of the important oil 
fields of this country can be re- 
fined to give satisfactory results in 
American motor cars. The Ameri- 
can oil companies have made great 
strides in adapting their oils to mo- 
tor vehicle requirements, and it is 
seldom the motorist cannot obtain 
satisfactory oils.” 

B. B. Bachman, vice-president of 
the Autocar Company: “As far as 
we have been able to determine in 
our experience, modern manufac- 
turing methods used by various oil 
companies are producing satisfac- 


| obtained from all of the important 
| fields of the United States.” | 

H. M. Crane, technical assistant 

to president, General Motors Cor- 


a quantity basis | 
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| poration, New York: “My belief is 
| that lubricating oils of excellent 
| quality are produced from almost 
| all varieties of crude oil.” 
| G. C. Hobson, district manager, 
| National Automobile Club, Fresno, 
Cal.: “I do agree that lubricating 
oils of excellent quality are now 
produced by modern manufacturing 
methods from nearly all the impor- 
tant oil fields of the United States.” 
Theodore C, Menges, past vice- 
president of Society of Automotive 
Engineers, New York: “The _ tests 
that I have conducted indicate that 
oils coming from nearly all the oil 
| fields are of excellent quality. This 
refers to all well known and well 
distributed oils. Due to the fact 
that most of the oils conform to 
the specifications required, it is 
safe to use any of them.” 


ELECTROCHEMISTS PLAN 
DETROIT MEETING 


Electrochemists 


and engineers 
from all parts of the world are con- 
templating attending the semi-an- 
nual electrochemists’ convention to 
be held at the Hotel Statler, Detroit, 
September 25, 26 and 27. Dr. F. N. 
Speller, engineer of the National 
Tube Company of Pittsburgh, is in 


charge of the discussion to be held 
Thursday morning on “The Causes 
and Prevention of Corrosion of 
Automobile Parts.” Results of an 
elaborate investigation will be pre- 
sented by C. L. Hippensteel and C. 
W. Borgmann of the Telephone 
Laboratories, on the protection of 
iron and steel against corrosion by 
the application of zinc and cad- 
mium coatings. The corrosion of 
aluminum parts will be discussed 
by O. W. Storey of the Burgess 
Laboratories, Madison, Wis. Stain- 
less steel is the subject of a con- 
tribution by Prof. E. Newbery of the 
University of Cape Town, South 
Africa. Prof. O. P. Watts of the 
University of Wisconsin will show 
photographs taken at high magni- 
fication to illustrate what a good 
chromium plate on radiator shelts 
|should look like. How to improve 
the resistance to corrosion of chro- 
mium plated automobile parts by 
heat treatment will be discussed by 
R. J. Wirshing of the General Mo- 
tors Corporation. New methods of 
determining how resistant certain 
metals or metal deposits are to cor- 


rosion have been worked out by 
Karl Pitschner of the Firestone 
Steel Products Company. Within 
recent years the use of calcium 
chloride for allaying dust on auto- 
mobile roads has become pretty 
‘common, and how this calcium 


chloride has brought about more in- 
tensive corrosion in some cases will 
be shown by H. S. Mougey of the 
General Motors Corporation. 

The second scientific session will 
be held Friday, September 26, and a 
third one on Saturday, September 
27. A new photo-voltaic cell, ap- 
plicable tg talking moving pictures, 
will be demonstrated by Prof. Dwight 
K. Alpern of Swarthmore College. 
Other contributions will be con- 
cerned largely with the electro- 
deposition of various metals and 
alloys, and the electrochemical be- 
havior of batteries and cells. 

The electrochemists will visit the 
plants of the Ford Motor Company, 
Parke-Davis Company, Champion 
| Porcelain Company, Hoskins Manu- 
| facturing Company, Ternstedt Man- 


'ufacturing Company and the ‘Gen-" 


}eral Motors Research Laboratories. 
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Tire and. Rim Production 
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Scores Second Increase 


XNLEVELAND, Sept. 9.—Tire and 
rim production, usually regarded 

as significantly forecasting automo- 
bile manufacturing activity several 
weeks in advance of actual changes 
in assembly has 
tered a second consecutive monthly 
increase, detailed figures for August 


compiled by the Tire and Rim Asso- 
ciation reveal. 

August production of tires and 
rims, the association reported today, 
amounted to a grand total of 1,504,- 
187, compared with 1,449,161 for July 
and 1,338,226 for June. 

The August gain, amounting to3.8 
per cent., compared with the July 
total, was not as sharp, however, as 
that for July, when the increase 
compared with the previous month's 
total was about 8.3 per cent. On the 
other hand, the July showing was 
somewhat colored by the fact that 
the June output dropped to 1,338,226, 
the lowest level of the year. with 
many automobile manufacturers 
then planning complete shutdowns 
in July. Seasonal resumption im- 
proved the July showing. 

From the low June level tire and 
rim production in August rebounded 
almost 12 per cent. August output 


schedules, regis- 


was Only about 4 per cent. lower | 


4han in August, 1929, when tire and 
rim inspections numbered 1,570,555. 

Cumulatively the 1930 record of 
tire and rim output, as compared 
with that for 1929, is. improving 
slightly, although still lagging well 
behind the 1929 level. Output for 
the first eight months of 1930, in- 





Maine’s New Car Sales in 


cluding August, totals 13,958,321, 
compared with 17,669,531 for the cor- 
responding months of 1929, a record- 
breaking year. This represents a 
reduction of 21 per cent. Two 
months ago the comparison for six 
months revealed a decline of be- 
tween 23 and 24 per cent. 

Growing diversity of production 
is indicated by an analysis of the 
rim sizes, indicating that automobile 
output in September will continue 
to broaden in the medium-priced 
car field. In July production of 
19-inch balloon tire rims amounted 
to 1,075,764, or 74.2 per cent. of total 
froduction. With 1,039,176 report- 
ed for August, this ratio dropped to 
69.1. August brought moderate 
gains in the ratios for practically 
all other balloon sizes. One year 
ago output of 19-inch balloon tire 
rims amounted to 590,420, or only 
37.6 per cent. of total output, while 
the 20-inch size represented 29.1 
cent., compared with only 1.1 per 
cent. for August of this year. 

Twenty-inch truck rims in Au-! 
gust aggregated 250,330, or 16.5 per | 
cent. of total tire and rim output. 
compared with 218,426, or 15.1 per 
|cent., in July and 251,205, or 16 per 


cent., for August, 1929. e 
The decline in the use of high 
pressure tires is reflected by the 


eight-month figures showing 32,280 
rims for these tires inspected so 
far this year, against 93,933 in the 
corresponding period of 1929. 

Manufacture of rims for airplane 
wheels continues practically at a 
standstill 


July Show Seasonal Decline 


EW YORK, Sept. 9.—New car 
sales in Maine during July 
showed a seasonal decline from 


June, but were only 882 units, or 19.3 
per cent. behind the same month 
a year ago. In the first seven 
months, with a total registration of 
13,329 wnits, the loss was but 20.2 
per cent. as compared with the 
same period a year ago. 

Ford and Chevrolet both showed 
slight losses as compared with July, 
1929, but were considerably behind 
their June registrations 

Gains in July over 
month last year were made by 
Cadillac, De Soto, Hupmobile, Oak- 
land and Plymouth Pierce- Arrow 
was tied with its July. 1929. mark, 
while makes within five units of 
last July were: Chrysler. Lincoln, 
Oldsmobile. Studebaker and Willvs- 
Knight 

In the first seven months 
had a loss of 326 units. while Chev- 


the same 


Ford 


rolet’s decrease was 177 units. Gains 
over the same period a year ago 
were made by Auburn, Cadillac | 
Hupmobile. Marquette. Oakland 


Pierce-Arrow and Studebaker. 
Chrysler was thirty units behind 

its 1929 record 

within eight year's 


units of last 


mark. Lincoln had a loss of only 
one 
Registrations for July. as com- 
pared with the same month last 
year, and June. 1930. follow: 
July, July, June 
1230 1929 1930 
WERT nc cecen < 
Ts ae wk cine ee 9 
ae 5s 6s 9: 
ITED ccc ccscace 9 4 10 
| Onevrolet ........ 414 47) 535 
BREET nc cccccce 61 €6 88 
a 5 . 
NO ree : 3h 22 
a 54 73 
PE 22 35 33 
Ee 107 191 151 
| RAP . 1479 £42 1,072 
PPM gcc cceee 3 12 3 
En cin. daeaes 2¢ 29 25 
NE o's was sae 31 58 46 
Hupmobile ....... 13 1] 25 
SEE ce ccccese 5 12 14 
ae 2 3 2 
MEMEEROM .cccccece 6 21 & 
Marquette ....... 7 25 3| 
dos wake ase C5 7 
Oakland .......-. 20 14 38 
Oldsmobile ....... 53 58 74 
™. <seneces 19 25 49 


TL. 0 en eseee 5 14 12 


Pierce;Arrqw \...- 1 1 2 


while De Soto was | 


PIVMIOUTH 26 écvess 134 97 170 
POMGENO 2 ccccesess 82 147 131 
SE a's bis par bu awed 9 2 
Studebaker ....... 53 55 

PWR oc cccccccne ie 2 

MNO xenstsnue 7 125 

er 35 . 5 | 
| Willys-Knight ..... 17 18 22 | 
Miscellaneous .... i 9 2 

0 ee 2,118 2,626 3,000 





*Not on market at that time. | 


The registration for seven months, 
as compared with the same period 


last year. follows: 

1930 1929 
On. -. csacuwkeeead 22 10 
SNES ona! 6 a aaiein gn ak we 10 ” 
ce ee ne se a ah ead 486 658 
NS os eave edule 59 54 
SE Sdn acxeuaaes 2.689 2.866 
ree re 368 398 
CR sc oe aces eee 38 " 
TE OOD ccandanesaesse 164 172 
PRA A Perr 386 497 
PDOUPAMG ccccccecccccece 140 t81 
vette e bees <0 fies 836 1,624 
BO oc pence debss ues 4470 4,796 
'Pranklin .........e0:: 34 79 
SIE EET Tee 109 146 
Dn jc¢ancusseewnne 262 377 
OOD ot ckiesese 112 $2 
ETE CECT eT 62 106 
PE Soon. seaaas aa 14 15 
| SEC OCRT Eee 50 139 
En os as on ewes 4 82 5 
ERM cts acaccencaupe 330 683 
TE a ot a Weg 142 130 
|}Oldsmobile ........... 318 406 
(Oy 138 191 
ee ee 27 80 
| Pierce-Arrow ......-> 23 15 
Plymouth .........-:- 517 559 
0 RE ee 531 789 
Ts a 52 190 
Studebaker .........-. 377 358 

Pe ee ca a daa e's We 4 11 
ERR Sas Bo 86 792 
nhs 236 . 
| Willys-Knight ........ 89 = «-:173 
|Miscellaneous ........ 11 £4 
I no ea 13,329 16,700 


“Not on market at that time. 


J. R. BARRETT PROMOTED 
New York, Sept. 9.—J. R. Barrett 


97 #8| has been appointed manager of the 


Chevrolet retail store at Broadway 
and 62d Street. He was formerly 
assistant manager of the store 
Barrett succeeds John H. Werring 
in the post. 


SLANT ON 


Geese 


BUSINESS 


Milwaukee, Wis., Sept. ¥.—A novel 
slant on the automobile accessory | 
business is offered by S. A. Fulton, | 
president of the Fulton Company of 
West Allis, a suburb, when he 
makes the point that when a man 
doesn’t buy a new car he dresses 
up the old one® and the accessory 
business profits thereby. Mr. Ful- 
ton advanced this thesis to account 
for the exceptionally fine business 
his company has enjoyed, partic- 
ularly the past few months. 

A new accelerator, brought out 
early in 1930, has appropriately 
enough speeded up sales. A new 
horn also initiated this year has 
enjoyed a big sale, particularly in 
the foreign markets, a shipment otf 
350 horns valued at $2,500 having 
just been sent to Brussels. Steady 
export business for the past four 
months has been a big feature in 
the Fulton business. Fifteen per 
cent. of the total volume is repre- 
sented by foreign business. A new 
frost shield embodying electrical 


heating is expected to provide win- 
ter activity. 
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[FULTON OFFERS NOVEL (Carl Bros. Out to Beat 1929 


_ Service Record of $375,315 


ASHINGTON, Sept. 9.— The| 

Carl Brothers—Herman F., Ed- 
mund O., Louis C., and Frederick— 
owners of Call Carl, Inc., which last 
year repaired more than one third 
of the motor vehicles in Washing- 
ton, have just returned from Akron, 
O., where they inspected the new 
factories of the Firestone Tire and 
Rubber Company. 

The complete line of Firestone 
products are sold and serviced in 
the Washington metropolitan terri- 
tory by the Carl organizatiom. 

Behind the success of Call Carl, 
Inc., lies one of the most interesting 
stories in the development of the 
automobile in the, nation’s capital. 

It was a tough job when the Carl 
brothers brought out their first 
service apparatus and succeeded in 
hoisting a horse out of a sewer—but 
it was typical of their spirit. 

Today the brothers are too busy 
to talk about business depression. 


cessful men. It is service. Ten 
years ago they threw the keys away 


and the doors to their two large 
downtown plants since have never 
been closed. 

In addition to their H Street 


plants, the Carls maintain numer- 
ous branches scattered throughout 
the District of Columbia, their serv- 
ice cars being in constant demand, 
especially in emergency cases re- 
quiring towing. 

George E. Keneipp, former man- 
ager of the American Automobile 
Association’s Washington division, 
is the newly appointed general 
manager of the Carl organization. 

They have consistently adhered 
to the policy that satisfied custom- 
ers’ af¥e the biggest busines getters. 
In 1929, the,company handled, ac- 
cording to Mr. Keneipp, 49,524 re- 
pair jobs, in addition to 25.867 
service calls. 

Nearly 600 service calls have been 


Their shops last year did $375,-| answered in one day, and as many 
315.15 worth of business and the! as 367 service calls in four hours, he 
1930 schedule calls for $500,000. said. As many as 1,200 shop jobs 

There is a secret to the big busi- have been handled in twenty-four 


ness volume built up by these suc- hours. 





These Four Factors ..... 









Delce-Rem 
Setslnnn tema amaeel 


KLAXON 


United Motors Service is the 
officidl field service organization 
for Deleo Remy and Klaxon, 
with 27 Direct Branches and 
more then 10c0co Authored 
Flectrical Service Stations. 
Leok for the familiar orange- 
and-black sign. Directory of 
Branches and Authorized Serv- 
ke Stations mailed on request 













‘safeguard Delco Battery Dealers’ Profits 


1. The Delco name has always been identified with 
quality. Delco Batteries are easier to sell! 

2. The Delco Battery line includes a type and size for 
every car now in use. The Delco sales and service 
opportunity is as broad as the automotive field! 


3. Delco-Remy’s official field organization — United 
Motors Service— provides nationwide distribution and 
service. Dealers are always in easy reach of adequate 
stocks and sure of a ready supply of genuine replace. 
ment parts. 

4. Delco Batteries are standard equipment on Chev- 
rolet, Pontiac, Oakland, Buick, La Safle and Cadillac. 
There are thousands of new Delco Battery sales and 
service prospects every day! 

DELCO-REMY CORPORATION 

ANDERSON, INDIANA 
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exactly every one of these demands because «ERG, 
. . e . o . ee mk EO mee mmm 
it possesses a distinctive feature—5 Point “o : ADVERTISING AND NEWS DEPARTMENT 
eee A = Ry 8 Cities Service Company, 60 Wall Street, New York City 
Balance. I his means that Koolmotor Oil ma B Gentlemen: Please send m3 a copy of your pamphlet, Whatever the 
. * ‘ 2 1 ie =, } 8 Road—Ww hatever the Climate (Koolmotor Oil). 
contains, in perfect balance, the maximum ad ot, 525 -, sauliuecasestsvncemarsStecieacacaaee 
: CAGEPORRY cccrccocdecesreccesesesoncsccecsescosesesooooeseonmesen 
CITIES SERVICE Gli, COMPANY Ne ag TT 
g P. S. 1 would appreciate. ...ccecceseeceeees satra copies for distribu- 
60 Wall Sireet, New York . ONCE - ALWAYS flee te ny tom ene eee enmennmnnnmamen 
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every demand of modern motoring 





KOOLMOTOR 


the perfect Pennsylvania Motor Oil 


ee benefits of the five tests of oil 
; < ‘ 4 J < . . .* . - 
HE switt, hot unrelenting pace quality: viscosity, fire, flash, pour 
of modern motoring demands ; d b d 
an oil that stands up just as well point and carbon residue. 
. . y 7 


at 60 and more miles an hour as it You have an opportunity to render 
does at 30. It demands an oil that seals the pistons an added and extremely valuable service to your cus- 


against loss of power—an oil that keeps carbon down— re : : 
. mers by recommending that they use Koolm 
that consumes slowly—that prevents needless repairs. - Pea ee Ser end ng that they wae otor Oil 
—the oil with 5 Point Balance—exclusively. 


Koolmotor—the perfect Pennsylvania motor oil—meets 













ee Cities Service Radio Concerts, Fridays, 8 P. M., Eastern Daylighs Saving Time—WEAF and 33 Associated Stations on N. B. C. Coast-to-Coast Network. 
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